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‘‘T CONSIDER THE TELEPHONE,’ says 
this automobile mar, “‘the most 
valuable and most economical sales 
asset I have.”’ 

Almost any business house has many kinds of discussed by telephone, just as in a personal inter- 
work that the long distance lines can do. Buy- view. And with heavy savings in time and 
ing or selling in a distant city without leaving traveling expense. 


A New Britain, Connecticut, car dealer is said to 
sell more automobiles per capita, of a certain high- 
priced make, than any other subdealer in the world. 
In clearing his floor of trade-ins, he uses Long Dis- 
tance almost exclusively. Not long ago he made 
ten calls in one day to dealers in other cities. These 
calls sold two cars in Boston. Two in Worcestet. 
Three in New York. Two in Philadelphia. Cash 
transactions, $17,000—telephone charges, $19.50! 


one’s office. Making important appointments. What distant person or firm would it be an 
Getting or giving rush information, specifica- advantage to talk with, now? You'll be sur- 
tions or prices. All business details can be prised how little it will cost. . . . Number, please? 


BELL LONG DISTANCE SERVICE 
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PIECES OF CHARM CABINET WITH MIRRORED INSIDE COVER ” ” = ES 
Eight Salad Forks, Eight Butter Spreaders, Eight Iced Tea Spoons, a ‘ — $ 
Cold Meat Fork, a Gravy Ladle, a Berry Spoon, a Dessert Server Ba = 


PIECES OF CHARM 


The newest innovation in 1847 ROGERS Bros. Silverplate 








ee 
; 


Pieces or CuarM! How appropriately named! . . . for Preces or CuarM are also packed in 
And how beautifully presented! individual boxes on the covers of which is 
embossed the same courtly scene as dis- 


First of all the new Pieces or CHarm Chest, ipetees - 
tinguishes and glorifies the cover of the chest. 


an irresistible assortment of 28 pieces .. . 


SAGE 


eight salad forks, cight butter spreaders, There is a market for Pieces or CuarM 

eight iced tea spoons with a cold meat fork, beyond your fondest dreams -+ a market 2 
a gravy ladle, a berry spoon and a dessert that needs subtle education in the niceties : 
server . . . temptingly encased in a cabinet of table appointments, a market that can : 
of wondrous beauty on the cover of which are be spurred to buy only by such flattering i 
personified, by exquisite Watteau figures, the presentation as we have afforded Preces 4 
clegance and the refinement of the historic or CHARM. 


Write Sales Promotion Department, International Silver Com- 
' : ' pany, Meriden, Connecticut, for window display and counter 
And this chest is only a spotli ghted feature display material and advertisements for your local newspapers. 


‘1847 ROGERS BROS; 


SELVERP LATE 
-/>{ ERENT NON TA ee b 


Court of Louis, the Magnificent. 





Sacesrooms : New York, Cuicaco, San Francisco. CaNnapa: 
INTERNATIONAL Si.ver Company or Canapa, Livre, Hawitton, Ontario 
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It Pays To Sell 
Good Tools , 


Sell Them BOTH 
and Double Your 
Good-Will Asset 


When you sell a carpenter both a 


Vaughan Vanadium Hammer 


and a 


Vaughan Forged Steel Plane— 


—You have given him the best hammer and the best plane the 
skill of man has produced—at any price. 

Both tools will advertise your tool department to that car- 
penter’s friends and fellow craftsmen as a place where they sell 
superlatively good tools. 

Vaughan’s Vanadium Hammer is drop-forged in dies from 
the solid bar of special-analysis Vanadium alloy tool steel. 
This steel is so much tougher and stronger than ordinary ham- 
mer steel that the long thin slender claws on this hammer are 
much stronger than the thick stubby claws on ordinary hammers. 
For the same reason the driving-face of the hammer offers re- 
markable resistance to nicking or denting. 


Vaughan’s UNBREAKABLE Forged Steel Plane 


First unbreakable plane ever manufactured. Drop-forged 
from a solid bar of V & B supersteel, and scientifically heat 
treated, this plane withstands shocks that would shatter the 
best cast plane. (Ask us for one of these forgings and “treat 
it rough” in demonstrating this plane.) 

This heavy, rigid forging also keeps frog in perfect align- 
ment. A plane that will neither chatter nor stick. 

Cutters are solid Vanadium alloy tool steel, scientifically 
tempered. No soft section. Can be sharpened way back. Hold 
their edge twice as long as ordinary cutters. 

A beautiful tool—a delight to the eye and easy on the hands. 

Each of these masterpieces of modern tool making will help 
= sell the other. Be sure you carry a full line of both of 


“VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


Makers of Fine ‘Toots 
2i14 Carroll Ave.~ ~ Chicago, Wh. U.S.A. 










UNBREAKABLE 







Send for our Catalog 


It describes our whole line 


of— 


Hammers 
Hatchets 
Axes 


Planes Pincers 
Braces Punches 
Chisels Tongs 


And Other V & B Good Tools 
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A SIZE FOR 
EVERY MAN 


A SIZE FOR 
EVERY JOB 


.2.10-14-18-24-36-48 


ALWORTH STILLSON 

wrenches are made as little 
and as big as anyone could want. 
Down at the small end of the line 
is the 6-inch STILLSON that a 
mechanic will use around a car- 
buretor or on the gasoline line, and 
that a plumber likes to have for 
working on small pipes and fittings 
where elbow room is scarce. 


At the other end is the 48-inch 
STILLSON with strength enough 


WALWORTH 


STILLSON 


in its grip and leverage to break a 
5-inch joint. 


And in between are all the other 
sizes from which every tool-user 
can pick the one wrench or pair 
of wrenches best fitted to his needs. 


You can hardly do business with. 
out a stock of 10’s, 14’s and 18’s 
but you can do a good deal more 
if you carry some of the other 
sizes—especially the 6’s and 8’s. 





WALWORTH COMPANY 
51 East 42nd Street, New York 


Distributors in Principal Cities of the World 
Walworth, Limited, 10 Cathcart St., Montreal, P. Q. 
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A few barrels of assorted sizes of ACCO Coil Chain 
should be part of every hardware store stock, for 
there are thousands of uses for this popular chain. 
Manufacturers, the farming and lumber industry— 
road building—hauling—in fact, every industry 
uses large quantities of Coil Chain. This business is 
worth going after. 


Every foot of ACCO Coil Chain is proof tested to 
double the recommended safe working load. Break- 
ing tests made at regular intervals prove from three 
to four times the safe working load. This is your 
assurance that every foot of ACCO Coil Chain 
that you sell—will stand up under extreme loads 
with safety. 


Have your jobber go over your stock of chain—ask 
him to recommend sizes you should carry. 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
District Sales Offices: Boston Chicago New York 
Philadelphia Pittsburgh San Francisco 
In Canada: Dominion Chain Company, Limited 
Niagara Falls, Ontario 


World’s Largest Manufacturers of Welded and Weldless Chains 


Makers of the Famous WEED Tire Chains 
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ACCO COIL CHAIN 

















CHAINS 





WEED Chains make an 
ideal Christmas Gift. 
Feature this profitable 
automobile need during 
the holiday season. 


Ask your WEED Chain 
jobber for a supply of 
these door and window 
hangers. They are free. 


WEED 
CHAINS 
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Dietz “LittLe GIant” 


Specifications 
Height 11Y, Inches 
Light 6 C. Power 
Ms Fount Capacity 32 Ounces 
% Burns 70 Hours 





Dietz “Little Giant”—similar to “Little 
Wizard” in lighting power and general 
construction but with more than three times the 
burning capacity on one filling of oil. 


Hoe is a lantern your customers will like— 


For the man who wishes to fill lanterns less often 
“Little Giant” is just the thing. It burns con- 
tinuously for 70 hours—may be left burning over 
a week-end without attention—or provides a 
mighty handy, lasting light for use on delivery 
vehicles operating at night. ’ 


Sell your customers the “Little Giant”—they will 
find numerous uses for it. 


R. E.. DIETZ COMPANY 


NEW YORK 


Largest Makers of Lanterns in the World— 
Founded 1840. Output Distributed Through 
the Jobbing Trade Only. 












DIETZ 


\ LANTERNS 4 
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Still First Choice Everywhere 


U. S. Poultry Fence, the original straight line-wire netting, 
is today the first choice of poultry-raisers everywhere. 


They know from experience that it is the only -netting 
which stretches from post to post under even tension without 












































buckling. 
They know it is the only netting which can be taken down 
and put up time after time without bagging or sagging. 


They have learned that it costs less “put up;” that it 
stretches as readily to steel posts as it does to wood; that it 
gives longer years of satisfactory service. 


They have come to demand it. Nothing else will do. 


U. S. Poultry Fence is creating new records for profitable 
sales. Dealers everywhere are “cashingin” on the constantly 
growing demand for this superior netting. If you have not 
been getting your share of this increased business, start now! 


SS 


——S> 


SSS 








Be sure to specify U. S. Poultry Fence--not just “poultry net- 
ting.” It costsno more. Ask your Jobber, or write 


Indiana Steel & Wire Company 


Muncie, : : Indiana 
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’, Building 
of U.P.C. 
239 West 39th St. 





A. C. PEARSON 
Chairman of the Board of 
the U.P.C. 
President of the Textile 
Publishing Co., N.Y. C. 


FRITZ J. FRANK 
President of the U.P.C. 
President of the Iron Age 
Publishing Co., N. Y. C. 


Cc. A. MUSSELMAN 
Vice-President of the 
U.P.C. 
President of the Chilton 
Class Journal Co., Phila. 


F. C. STEVENS 
Treasurer of the U.P.C. 
President of the Federal 

Printing Co., N. Y. C. 
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Philadelphia Plant of U.P.C. 
N. W. Cor. Chestnut and 56th Sts. 
Headquarters Chilton Class Journal Co. 
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of Facilities 


DERSHIP 


HE accumulation of extensive facili- 
ties may, or may not be of great sig- 
g nificance. 
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It is the proper handling of power that 
converts it to the good of all. 


The United Publishers Corporation represents vast resources, both 
physical and mental. 


Properly coordinated these resources are responsible for the leader- 
ship of United Publishers Corporation publications in their respec- 
tive fields. 





: 
’ 
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| 
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They re just as good 


as they look— 


You know how a customer can often tell about a 
tool by the way it looks or feels when he picks it up. 
Millers Falls Spiral Screw Drivers always look 
and feel right. The hardwood stained handles and 
nickel plated parts make a fine looking tool. Im- 
portant —but they don’t stop there. They have 
successful records behind them made right on 
the job. 
One of our customers told us that his No. 61 screw 
driver has driven 2700 screws per day for eight 
months. Few screw drivers are given as much use 
as that in its owner’s lifetime. 
All over the country Millers Falls Spiral Screw 
Drivers are doing their work well. 


MILLERS FALLS CO. + MILLERS FALLS, MASS. 
NEW YORK, 28 WARREN ST. « CHICAGO, 9 SOUTH CLINTON ST. 


MILLERS FALLS 




























HERE ARE THE FACTS ON 
THREE GOOD NUMBERS 


NUMBERS 
G61 + 62 + 67 


Can be used as a spiral screw 
driver, right or left action— 
as a ratchet screw driver, with 
spiral closed, right or left ac- 
tion—as a rigid screw driver, 
set for long or short reach. 
Hardwood handle, beautifull 
stained and hand- siliched. 
Metal parts polished and nick- 
el-plated. 

Three screw driver blades, of 
different sizes, are furnished 
with each tool. 

These same screw drivers fur- 
nished with spring for quick 
return in Nos. 610-620-670. 
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“My men can apply 
three Sargent door closers to 
one of other makes” 


YOUR own customers will be as 
enthusiastic about Sargent door 
closers as the carpenter was who 
made the statement quoted above. 
Because of the clear diagram packed 
with each Sargent closer it is up and 
working in a third of the usual time. 

In equipping the many doors of an 
office or public building, time itself 
would be a very important item. But 
where only one door closer is being 
applied the important thing is not 
so much that the diagram saves time, 
but that it eliminates all necessity 
for experimenting and every possi- 
bility of mistake. Following the 
diagram, the Sargent closer must 
work just as it should—right from 
the start. 


SARGENT & COMPANY, 


Easy installation is something to 
be able to talk about, as you know if 
you’ve ever tried to apply some 
door closers. But it is not the only 
Sargent selling point. There’s the 
rugged, expertly constructed mecha- 
nism that has operated doors in all 
kinds of buildings smoothly, quickly, 
quietly year after’ year. Sargent 
closers are as mechanically perfect 
as it is possible to make them. They 
may be applied to either right or 
left hand doors without changing 
any of the parts. They are guaran- 
teed. Feature them together with 
the small “520” which is increasingly 
bought for the light doors of homes. 
There’s profit in the Sargent line 
of door closers. Write for details. 


Hardware Manufacturers 


NEW HAVEN, CONN. 


New York: 92-98 Centre Street 


Chicago: 150 N. Wacker Drive 
(At Randolph) 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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A handsome, useful gift to the 
housewife—sparkling PYREX 
ovenware 
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Women welcome this suggestion a 


PYREX OVENWARE 


T.M. Reg. U.S. Pat. Off. 


T Christmas time, there are always 
shoppers who walk through your store 
hoping to find a suitable present for some par- 
ticular person. Whether they find it in your 
store, or go across the street to look around, 
depends on your displays and the suggestions 
you make. 

A table of *PYREX ovenware in your 
store, ora good PYREX ware display in your 
window will make many sales to these un- 
decided shoppers. 

They know PYREX ovenware and realize 
how suitably it solves the problem of a gift 
for the housewife. 

And they are not limited by cost. Avail- 
able in any quantity from single pieces to 


PYREX SALES DIVISION 
CORNING GLASS WORKS 
Corning, New York 


*Trade-mark Reg. U. S. Pat. Off. 


complete bakingware equipments, PYREX 
ovenware may be given as a mere reminder 
gift or as a handsome, useful present. 

But you can make each sale bigger by telling your 
customers that they can buy enough PYREX oven- 
ware to equip any kitchen for all ordinary baking 
purposes for only $5.15. National advertising is 
featuring this suggestion, and dealers everywhere 
report bigger sales as a result. 


Display these attractive advertisements in your 
PYREX ovenware window. The magazines may 
be opened to the PYREX ovenware page and 
placed among the PYREX ware. The $5.15 idea 
will bring you more of the shoppers’ gift money. 





Feature this $5.15 worth in all your displays. (Each item 


is from open stock.) Jt will make bigger sales to 
each customer 





for Christmas gifts 
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PLUMBS and LEVELS 


WOOD AND ALUMINUM 





JUST THE FINEST MADE 


BOXWOOD RULES 





Caliper No. 32 Four Fold 

















Two Feet No. 7 Four Fold Two Feet No. 68P Four Fold 


Match Up with Our Other Products? 
Of Course They Do! 





Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 


New York Office: 151 Chambers Street 
ESTABLISHED 1854 INCORPORATED 1864 
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Murray 
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Murray 
Tires and Tubes 


are always higher in quality 
and lower in price for a very 
good reason—they are made 
in a modern plant, under 
owner management, and price 
is based upon economy of 
operation and small profit to 
the manufacturer. 


It will pay you to investigate 
the Murray proposition to the 
hardware trade. 


Murray 
GARDEN 
HOSE 


~ 


~ 


= 
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Murray’ Best 


FIRE HOSE 








A “Wrench Store” in 
Condensed Form 


$25 85 


You'll be surprised at 
the volume of wrench 
business this attractive 
little ar cabinet brings 
you. It’s stocked with a 
varied assortment, care- 
fully planned to meet the 
meeds of the garage, ga- 
rage mechanic, car owner, 
mill, factory, etc. 

Contains all the most 


eed forms of wrenches 
uding Tomahawk and Fits-a-Ford Sockets of 
CHROME NICKEL steel, toughest steel for socket use, 
tapered for easy access to the hard-to-get-at places. 

All-steel Cabinet in handsome dark blue and orange, ode z 
23% x 10 in, with assortment of 62 Wrenches, Sockets and 
Parts, complete. Dealer net price $25.85. 

Write for Walden-Worcester Wrench Catalog 327. 


STEVENS WALDEN-WORCESTER, INC. 
Mive. Welden-Woreester Wrenches end Stevens “Speed-Up”’ Teele. 


Worcester, Mass. 





STFVENS-WALDEN-WORCESTER | 








KEYSTONE 


No. 333 


**Soc-Kits 


99 











No. 222 
This handy little 


auto kit consists of 
a pressed steel case 
of heavy gauge 


of hexago 
steel. 


9” hexagon steel handle. 
The quality socket wrench line. 


uffalo, N. Y 
New York—Chicago 


Six Keystone 
quality sockets 
with 7” handle 





steel containing seven sockets of different sizes, and a 


Special features 
of these wrenches make them best sellers. 


KEYSTONE MANUFACTURING CO. 


Sales Representatives—Surpless, Dunn & Co., 
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in Garage Door Hardware, Door Hi 


nation-wide list of jobbers handling A-P 
roof of the fact that Allith-Prouty leads 


Overhead Car- 
tiers, Fire Door Hardware, Rolling Ladders, Spring Hinges. 


Keep an A-P catalog handy. 
many money- — 
your copy today and name of nearest A-P 


It will help close 
hardware jobs. Write for 
Jobber. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 
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,/ Hardware Dealers are Cashing-in \\'// 
) on the 2) 
Bumper with Driving Lights 
NTHUSIASM! 


That’s the only word that adequately describes the recep- 

tion accorded the “bumper that beacons the highway.” In every sec- 

tion of the country dealers are cashing-in. Never before has an auto- 

motive appliance been accepted more quickly and with such praise for 
its efficiency and exceptional utility. - 

Here is a bumper that auto and hardware dealers are selling fast because it 

possesses real selling features. 


It’s the huskiest as well as the most beautiful 
bumper made—and, it provides a pair of powerful driving lights inset 
in either end amply protected against breakage, and covered by a positive 
guarantee of free replacement if ever broken from any cause. Set directly, 
ahead of the tires, the driving lights assure Bright-equipped cars plenty 

of road-room. The danger of sideswipe is eliminated. Oncoming cars 
turn out. The illumination spreads from ditch to ditch, and the beam 
is projected more than 500 feet ahead of the car—never more than 
20” off the road—no glare to annoy approaching drivers. 


Bright Bumpers have been tested and approved by the Underwriters Laboratories. 
A saving of 1242% is effected on collision insurance through their use. 





Special Offer 
We will furnish a Bright Bumper for your own car at half price so you can 
see how fine they are. 
jobber to be billed through. 





Give make and model of your car and your favorite 


THE WARREN TOOL & FORGE CO., 








240 Griswold St., Warren, Ohio 
ah Pi 
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SPRUCE 
_ ADDERS 








When you hold 
a hand like this 


It means 


sure ladder SALES, 


Because BABCOCK 
stands for STRENGTH 


And our SPRUCE 
never fails. 
It’s all AIR DRIED. 


Ladders for every need. 
We pay the Freight. 





Bath, N. Y. 


A Winning Hand! 


W. W. BABCOCK CO. 























Savage “Sporter” 


Model 23-A 
.22 caliber Rifle 
ee eee & 
walnut, 5-shot magazine. 


Retail Price $18.50 


Savage 
“Sporter” 
Model 23-B .25-20 

and Model 23-C 
-32-20 















Repeating, bolt action. 
One-piece stock and fore- 
arm of walnut, 5-shot mag- 
azine. 


Retail Price $22.50 





Make Them 


Hungry 
for “Sporters”’ 
This Christmas 


HE life-time gift—the present every man 

hankers to give himself —is a good rifle. 
What finer time of the year than this, to tie 
his interest up to your counter by displaying 
the well-known line of Savage Sporter Rifles? 
He will find no better value anywhere and you 
will find no better salesmen than these Sporters, 
during the holiday season. 


See your jobber’s salesman 
(Colorful five-piece window display sent on request) 
SAVAGE ARMS CORPORATION 
Dept. 903 Utica, N. Y. 


Owners and Operators of the 
J. Stevens Arms Co. and Page-Lewis Arms Co. 
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CORBIN 


Wood Screws 
Drive Screws 
Ceach Serews 
Machine Screws 
Set Serews 
Cap Screws 
Saw Screws 
Thumb Screws 


Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Steve Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Steve and Tire Belt Nuts 

Semi-Finished Nuts 

Castellated Nuts 


S.A.E. Nuts 
Jack Chain 
Plumber's Chain 


Register Chain _UNIFORM QUALITY and ADEQUATE STOCK 
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Safety Chain 

aa diame The CORBIN SCREW CORPORATION 
Sash Chain The American Hardware Corp., Successor 

Escutcheon Pins NEW BRITAIN, CONN. 

Speedometers Warchouses—New York, Chicago, Philadelphia 


Western Factory—Dayton, Ohio 


MOTOR EQUIPPED 
Mayes DOWERPUMPS 


SE RE ISTERED TRADE | NAME x = SOLVE MOD E R TN 
WATER PROBLEMS 


» Dealers—the possibilities of power pump busi- 
ness in your vicinity multiply many fold when 
you sell and install Myers Self-Oiling Power 
Pumps. If you are not familiar with this com- 
mon-sense, money-making line, write us for 
catalng and particulars. 


CORBIN 
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HOSE who recognize the best 

in power pump construction 
recognize in yers Self-Oiling 
Power Pumps many qualities essen- 
tial to modern methods. Positive 
self-lubrication, housed working 
parts, improved method of power 
application, extra large valves, 
higher speed with perfect safety, in- 
creased volume—everything that 
can be desired in power water facili- 
ties is provided in this line of self- 
oiling power pumps in styles and 
sizes to meet water requirements up 
to ten thousand gallons per hour. 
These and other equally important 
improvements are popularizing and 
creating a world wide market for 
Myers Self-Oiling Power Pumps, 


S| (ERS nm F.E.MYERS & BRO.¢o. 
APARTMENT HOUSES 4 s? ASHLAND, OHIO. 


PumesS wre AY, “HAY TOOLS ‘DOOR HANGERS 
Man s for over Filty Veors of MYERS” Monon. BiLT pre for 


ufactu Every Purpose 
WATER svsrens- Ren an ee UNLOADING TOOLS - BARN.FACTORY and 
E DOOR HANGERS- STORE LADDERS. Etc. 





















































CAPACITY 

300 70 9000 

GALLONS PER 
HOUR 










FURNISHED 
WITH OR WITHOUT 
MOTOR 
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GRA Y-WICK 


“Gray-Wick may cost a little more, but—it is worth it” 


This popular brand of Screen Wire Cloth has proved one 
of the best sellers on the market. 


It is extremely durable, being made from rust-resisting 
Open Hearth Steel produced in our own furnaces. The 
wire is drawn in our own mills and every operation is 
under our personal supervision. 


Gray-Wick carries an extra heavy electro zinc coating 
thoroughly enameled with transparent varnish. It gives 
wonderful service and absolute satisfaction, being known 
as the cloth of “Long Life.” 


It unrolls smoothly and lies perfectly flat, making it easy 
to apply. Has a pleasing Gray color. 


Your Jobber will supply you. 


12 Mesh, No. 33 gauge each way Our Other Brands of Screen Cloth 
14 Mesh, No. 33 gauge each way Cortland Black Enameled 
16 Mesh, No. 33 gauge filler White Metal Finish 
No. 34, gauge warp Wickwire Premier 
18 Mesh, No. 34 gauge each way Wickwire Bronze 







































A line aad a lock 


WENTY seconds—that’s all the time it takes to 
read this Corbin advertisement on the right. In a 
few words it tells a big story about a long line—the 
Corbin line—Good Hardware. 
Here’s a short message just for hardware men on the 
same subject. 
With one complete line of Good Hardware—Corbin 
—you get— 


— 


. One shipment of all hardware for a 
building—at one time and on time. 

. One invoice to check. 

. One line of credit to maintain—all 
with one manufacturer. 

4, One kind of builders’ hardware to 

learn about. 
5. No duplication of stock items. 


Ww bdo 


6. No worry, no annoyance. 
* * * * * 
So much for the line—Good Hardware—Corbin. 
Stock items, convenience items—cylinder locks, for 
example—deserve special mention. 





There is nothing new about cyl- 
inder locks in general. Even the 
ancient Egyptians had the idea— 
they made and used locks on the 
same principle as modern cyl- 
inder locks. Today the important question is 
well is a cylinder lock made?.” 
Corbin cylinder locks all come out of one factory at 
New Britain, Conn. There is only one standard for 
Corbin cylinder locks and that is the Corbin stand- 
ard, rigidly maintained at the single Corbin factory. 
The name Corbin on a cylinder lock means Good 
Hardware-Corbin. Just that with all that it implies. 
ne Station, Grand Central Terminal, the 
— | Equitable Building, the Para- 
mount Byilding, the Graybar 
Building are all New York 
landmarks of prominence. 
Their locks were not chosen 
lightly. Do you know you can 
offer the customer who wants 
but one lock a sturdy Corbin 
cylinder lock, the kind used in 
all of these large buildings? 
Huge office building or one car 
garage— both can have the protection of Corbin 
cylinder locks—well made and carefully inspected at 
one place, and, may we add, well advertised. 

* * * * * 
This Good Hardware-Corbin—advertisement you see here 
will appear in over 5,500,000 individual magazines in 
December. It will be shown in the pages of 
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Saturday Evening Post Literary Digest 
Country Life - House and Garden - House Beautiful 





Good Buildings Deserve 
Good Hardware 








This for that and that for this—Good 
Hardware—Corbin—for every need 


Locks and latches, keys and catches, knobs and knockers—just a few 
of the 10,000 items that make up the Corbin line. 


A coat hook or a door bolt? Corbin makes them. Splendid Unit locks 
and cylinder master key systems? Corbin makes them, too. 


Designs? Corbin offers you a wide variety—hardware in the Colonial 
tradition, hardware for the Spanish type of home, hardware to enrich 
the beauty of any architecture, each design complete in all items. 


Whatever the need for hardware, in basement or attic, in subcellar or 
penthouse, for a cottage or a castle, it can be met with Good Hardware- 


Corbin. 


“Good Buildings Deserve 
Good Hardware’’ is a book- 
let (C-12) full of interesting 
haraware information. 
May we send it to you? 


P. & F. CORBIN “ig NES BRITAIN 
The American Hardware Corporation, Successor 


New York Chicago Philadelphia 
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Here Are Two Constantly Used Drills 
Both Make Customers—and Keep Them 


WOOD BORING 
BRACE DRILL 0 109A 
Specially tem~ 
pered and point- 
ed for wood and 
will not be 


injured by contact 
with nails, plaster 
€ kindred material 











Shanks of both 
Drills are accu- 
rate and fit all 
braces on the 
market. 


Write for catalog 
and information 
regarding your 
special require- 


ments. 







BIT STOCK ‘ 


DRILL 4108 This Shield Appears 
on All Our Drills 


For metal ~ 
also drills 
wood without 
splitting it 











THE STANDARD TOOL ((0 


CLEVELAND 


New York: 94 Reade St. Chicago: 552 W. Washington Blvd. 


Fredk. Pollard & Co., Ltd., London and Leicester, England. Paris, France—Burton Fils. Copenhagen, Denmark—Nienstaed & Co. 





Meme 
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For Inventory Time 


OST hardware mer- 

chants are at the present 
time either in the midst of 
inventory taking or preparing 
to get into it. It.is not a mat- 
ter that they rejoice over, but 
the article on page 30 of this 
issue of Harpware AGE will 
materially lighten the burden. 
Do not overlook this article. 

The beginner at show cards || 
will find invaluable help in 
Joseph Bertram Jowitt’s new 
article on page 28. 

The current issue contains 
many other helpful articles and 
notes that are well worth the 
price of the paper for years. 


Read What They Say 
’ About Us: 


Please find enclosed $3.00 for 
which please accept my thanks for 
the HArpware Ace. It has lots of 
good valuable news and is well 
worth the three dollars. 

(Signed) C. STEPHENSON, 
Drinkwater, Sask., Canada. 





I cannot help but say that HARDWARE 
AGE ts one of the best papers a busi- 
ness man can have as it surely helps 
me in every way. J get more good 
out of tt than anything I know of 
and will say that there should not 
be a hardware man in the world 
without it for it gives me just what 
I want and need. 

(Signed) A. G. Kunz, 
Kunz Hardware, 
lugusta, Wis. 








Member of the Associated Business Papers 
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HE BIGGEST accomplishment in the 
* hardware field in recent years is 
making genuine forged iron hardware an 
item which builder’s hardware men can 
sell right out of stock. 


To do this, McKinney standardized sizes 
to fit modern construction requirements. 
Each piece was made accurately gauged for 
application. Prices were reduced to a point 
where it can be used on even moderate-sized 
houses. Finishes were made rust-proof. 
Deliveries were hastened. And every design 
was given the texture and ‘‘feel’’ of the 
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finest examples of middle-age handicraft. 


Every builder’s hardware man should have 
samples of Forged Iron Hardware by 
McKinney. There is no substitute. Write 
for catalog today. McKinney Manufac- 
turing Company, Forge Division, Pitts- 
burgh, Pa. Offices: New York, Baltimore, 
Chicago, San Francisco, Montreal, Toronto. 


McKINNEY 
FORGED IRON 
HARDWARE 
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By Llew S. Soule 


Are They “Walking Out” On You? 


out of your store because they are un- 

able to obtain from you the merchandise 
they want? If you think that none do, you 
are probably mistaken, and your mistake is 
costing you money. 

On a recent visit to a fairly good-sized hard- 
ware store, we personally noticed three people 
“walk out” in less than half an hour. In each 
case the prospective customer had asked for 
items which he had every reason to expect his 
hardware merchant to carry. The calls were 
not for specialty, novelty or fad items, but for 
goods regularly earried in most hardware 


| Pe many prospective customers walk 


stores. 

A casual survey of that merchant’s stock 
revealed numerous shortages in standard lines, 
and inquiry brought out the fact that he was 
purposely keeping stock down in order to show 
a small inventory the first of the year. His 
invoices indicate that he has been systemati- 
cally buying on an abnormal hand-to-mouth 
basis for months past. Apparently little at- 
tention had been paid to how fast the goods 
sold, but there has been an eagle eye on the 
quantities purchased and entirely from the 
standpoint of small orders. 

At the same time his ledgers and cash slips 
prove conclusively that he has been steadily 
losing customers. As near as can be estimated 
before taking the annual inventory, that mer- 
chant will just about break even on his 1927 
business. He made a reasonable profit in 1926. 

But—if the same rate of customer decrease 
continues he is bound to lose money in 1928. 
In his excessive catering to small stocks and 
more rapid turnover, he has steadily cut down 
the real source of all sales and profits—the 
number of customers who trade with him. 

We wonder how many other hardware mer- 
chants are having similar experiences. We won- 
der how many such merchants realize just 


where their zeal for turnover at the expense 
of customer volume is leading them. 

The merchant referred to bitterly assails 
the chain stores for taking his customers away 
from him. As a matter of fact, the chain stores 
have had comparatively little to do with his 
present predicament. His customers have been 
sent away, not lured away. When a merchant 
is consistently out of goods which his cus- 
tomers naturally expect him to carry, it is 
perfectly human and logical for them to change 
their source of supply. The quickest and 
surest way to lose trade is to make it neces- 
sary for customers to go elsewhere to get the 
merchandise they want. 

The chain stores in that merchant’s town 
are merely cashing in on his, mistaken policies. 

It is said that 80 per cent of all retail sales 
are made through the eye. People buy because 
they see things which they can use to their 
advantage. You cannot display goods unless 
you have them to display. In the case referred 
to, many of the shortages were intentional. In 
most instances, however, shortages are due to 
oversight, or to buying in too small quantities. 
In such cases there is but one remedy, and that 
is a careful watching of stocks and a buying 
policy based on the movement of goods. 

Your selling is bound to be a reflection of 
your buying policy. It cannot be otherwise. 
If your volume of customers is decreasing there 
is always a reason. It may be your competi- 
tion, and it may be yourself. One thing is abso- 
lutely certain—if your customers are walking 
out on you because you haven’t what they 
want, when they want it, you are facing some 
mighty hard sledding. 

An increased. rate of turnover on fewer lines, 
with a decreasing number of customers, due to 
“outs,” may seem at first glance to be good 
business, but that customer decrease is a dan- 
ger sign. When it passes a certain point, you 
are through, turnover or no turnover. 

The coming year may have a tale to tell. 























24 ; __ Harpware Ace for DECEMBER 15, 1927 





This is the auto accessory department of Charles Williams 

of Streator, IIl., in which $30,000 worth of this line were 

sold. It is located near the front of the store and a four- 
time turnover is obtained. 


Williams Sells 
$30,000 


worth of 


Accessories 


to 


Farmers 


According to Charles Williams, Streator, Ill., the hardware 
man in the smaller agricultural town 1s in a wonderful position 


to sell automobile accessories. 


In backing up his contention, 


he points to the fact that during the past year his own store has 
sold approximately $30,000 worth of accessories, about 50 per 
cent of which were tires and tubes 


HE farmer is unlike the city dweller, in the 

experience of Mr. Williams, in that he is used 

to laboring with his hands and is undismayed 

by the thought of changing a tire, relining a 

brake, cleaning out carbon or any of the other 
messy jobs that occur ever so often around any auto- 
mobile. Therefore the idea of service is not such a 
paramount feature to him as is value and price. Further- 
more the average farmer, in common with other people, 
really prefers to trade at the place where he feels better 
acquainted and as a result will buy his auto supplies at 
the hardware store where he is in the habit of buying 
his other supplies, if the hardware store carries a repre- 
sentative stock. 

In addition the farmer is a better accessory customer 
than the average city man, for usually he uses a car 
rather hard and needs more replacement parts. He 
drives his car for a longer number of years over poorer 
roads and in worse weather than does the man living in 
the city. Consequently he buys such items as gaskets, 
valves, grinding compound, boots, tires, tubes, jacks, 
chains and the like. 


‘ 


The late summer and early fall, after the bulk of the 
season’s farm work is completed and before the crops 
are harvested or bad weather starts in, is the farmers’ 
vacation time. It is then that he takes that fishing trip, 
goes to visit his relatives, or simply goes to spend a 
few days in some large city. At any rate he usually 
goes by auto and before he starts makes any necessary 
repairs or replacements on his car. And that time is the 
peak of Williams’ auto supply sales. 

In order to promote his auto accessory department 
sales, Mr. Williams usually has in stock one or two 
“leaders,” items which he buys in quantities to sell at 
a price. For example a popular leader with him is a 
32 by 3% inner tube that he sells for a dollar and a half. 
By continually advertising such items he attracts atten- 
tion to his regular stock and acquaints his farmer cus- 
tomer with the department. 

The department, itself, is located near the front of the 
store where it is easily seen and consists of a section 
of open shelving fronted by show cases containing the 
smaller merchandise. About a four time turnover is 
obtained on accessory sales. 
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Windows that Capitalize Santa Claus 


Here are four windows that 
will sell accessories as Christ- 
mas presents. From them 
you can get an idea for your 
own window 


The window display 
reproduced at the 
right is an excellent 
example of a hook- 
up betweer the sea- 
son of gifts and the 
season of need. Oc- 
casionally it pays to 
devote an_ entire 
window to a single 
article such as this, 
lamps, tires and 
tubes or other major 
accessory 


a 
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At the left is shown a display in a 
Chicago State Street store window. 
This space, according to the man- 
ager of decorations for this nation- 
ally known institution, must turn 
$750 worth of sales every day. 
Note the simplicity—yet the suc- 
cessful and harmonious arrange- 
ment of a large number of different 
items. Strange as it may seem, 
there are as many suggestions for 
purchases in the window at the left 
as in the display directly above 
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“Gee! That Old Fireman Must Be Busy!” 


By Saunders Norvell 


AST week I devoted a large part of my time to 
attending sales meetings. These meetings were 
composed only of District Sales Managers. The 

meetings were held the first week in December so that 
these District Sales Managers could return to their ter- 
ritories and, later in the month, hold meetings with the 
salesmen under them. These District Sales Managers 
came from all over the United States. They were a fine- 
looking lot of men. They had the appearance of success 
and prosperity. They were intelligent and keen. Noth- 
ing seemed to escape them. 
* ok * 

I was interested to note when the sales sessions started 
that every man was provided with a large notebook and 
a pencil. I observed, as the meeting progressed, that 
these men made numerous memoranda in their note- 
hooks. Expert manufacturers were talking. Samples 
of the goods were on the table. Different articles were 
taken to pieces and analyzed. I was not surprised at this 
meeting to see that even competitors’ goods were there. 
These competitors’ items of the same kind were also 
taken to pieces and they were analyzed side by side with 
the goods of the company represented by these District 
Sales Managers. 

ok 2K * 

What did surpr:se me, however, was the fact that 
where the competitor made his goods with certain ad- 
vantages, he was immediately given credit for these ad- 
vantages. It was decided that the goods of this house 
should be changed in instances where they were not 
up-to-date. On the other hand, the points of advantage 
of this particular line of goods over the I’nes of its com- 
petitors were stressed. No point was too small to be 
considered. 

Ra 

I must admit my own personal ignorance of this line, 
but after I had seen the goods taken to pieces and all the 
inside parts laid out on the table and after I had heard 
every part discussed and had seen the goods put together 
again, I could not help but feel that I could go out and 
make a pretty good talk on this line myself! 

ok *K * 

Now, this meeting was strictly commercial. The man- 
ufacturers of a line were simply showing the line to the 
District Sales Managers, whose business it was to sell 
this line. Nevertheless, I could not help but think of the 
resemblance of this meeting to scientific lectures I have 
heard at colleges. In other words, business itself is be- 
coming scientific. The old days of doing business by 
the rule of thumb have passed away. Salesmanship has 
become a science and the basis of all salesmanship is 
education and knowledge. Does it not stand to reason 
that if one of these salesmen who, in the first place, is 
gifted with a high order of intelligence, is given this in- 
tensive course of training, he will, when he talks to his 
customer, make his talk convincing and will succeed in 
placing his line of goods? 

* * 

Another thing that impressed me at these sales meet- 
ings was the fact that old-fashioned “bull” was com- 
pletely eliminated. When the salesmen brought up 


criticisms, these criticisms were frankly and fully con- 


sidered. The heads of departments and the manufac- 
turers did not attempt to supply any alibis. In many 
cases they frankly admitted that certain things had not 
been done in the best manner, but they stated that these 
things would be corrected in the future. In other in- 
stances, these department managers showed the salesmen 
that they were suffering from the wrong impression. 
They explained the situations so clearly that the salesmen 
had to admit that they were in the wrong and that the 
trouble was caused by their lack of understanding. 
ok * * 

One thing especially interested me. At the end of 
the sales meeting a high officer of this manufacturing 
corporation made what might be called a summing-up 
talk. He discussed in a perfectly straightforward and 
frank manner the plans and policies of the corporation 
for the coming year. However, the point he brought out 
which especially interested me was this. He said: “Be- 
fore this sales convention adjourns, we wish our District 
Sales Managers to hold an executive meeting of their 
own. At this meeting we wish them to decide upon the’ 
five most important things this corporation should do to 
help their sales the coming year. We wish these five 
things to be thought out very carefully indeed. Then 
we wish this report signed by every District Sales 
Manager present.” 

* ok 

Turning to the heads of departments, this executive 
said: “I also wish our Sales Managers here in New York 
to get together and to decide the five most important 
things that our salesmen should do in selling our goods 
the coming year.” 

* * * 

“Then,” said this executive, “when we know the five 
most important things the salesmen want and when the 
salesmen know the five most important things the cor- 
poration wants them to do, we believe we will have our 
work cut out for us on a definite basis for the year 
1928.”’ Isn’t this getting down to tacks in a definite 
manner ? ‘ 
* K * 

In the next sixty days hundreds of sales meetings will 
be held by jobbers and manufacturers all over the United 
States. Why would it not be a good plan for this idea 
to be used in all of these meetings? In the selling of 
every business there are, of course, a great many things 
the salesmen would like their house to do, but after all, 
there must be five most important things. By the same 
token, there are many things the house would like the 
salesmen to do, but after all, there are five most impor- 
tant things for the salesmen to do. Now, if these ten 
things are done in 1928 and if they are done thoroughly 
and well, will that not be making definite progress ? 

* * * 

Another point that came up at these sales meetings 
was the discussion of the “follow through.” Every man 
who plays golf knows what the “follow through” means. 
If a golf player does not follow through he can never 
get a good drive. The follow through is the very basis 
of all good golf playing. “Now,” said one of the speak- 
ers at this sales convention, “when a new item is manu- 
factured ; when the inspectors at the factory have said it 
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is a perfect article; when the factory is ready to say to 
the Sales Department : ‘Here is this perfect article—now 
sell it,’ as a matter of fact, from the standpoint of sell- 
ing, this article has just been started on its way.” 

x x ** 


“Immediately the following questions will arise: 


How is the article to be packed? 

Have pamphlets for the consumer been carefully pre- 
pared and illustrated ? 

Are these pamphlets ready to be packed in the box 
with the manufactured goods? 

What has been done about the pages for the jobbers’ 
catalogs? 

Have pages been prepared and properly illustrated with 
selling descriptions ? 

What has been done in the way of advertising matter 
to be supplied to the jobbers to send out to their sales- 
men—possibly a General Letter in regard to this new 
item, to be mailed direct to the jobbers’ salesmen? 

What has the Advertising Department done to advise 
the consumers of the country that this new item will be 
placed on the market? 

Have the jobbers and their salesmen and the retailers 
and their clerks been supplied with circulars illustrating 
this advertising matter that will appear broadcast in 
hundreds of national publications read by the consumers 
of this country? 

Last but not least, how about window trims? Will 
these new goods be illustrated in window trims and, if 
not in window trims, at least in attractive colored ad- 
vertising cards that a dealer can place in his show 
window or in his showcase or in other places in his 


store? 
* * * 


In other words, as I first heard the manufacturer 
describe the new goods, as I next heard the Sales Mana- 
ger talk about the selling policy covering the new line 
and as I finally heard the Advertising Manager tell all 
of the details that had been figured out in the “follow 
through” to place these new items on the market, I again 
realized just what modern selling meant and that sales- 
manship today was actually a science! 

* a * 

Of course, in times past I have thought in a general 
way that these things were done. I had seen window 
displays of certain new articles. I had seen booklets and 
cards. I knew in some way that these goods got into the 
pages of jobbers’ catalogs. However, at this sales 
convention of last week, I must admit that for the first 
time I saw at work all the machinery by which the goods 
themselves, first based on patents and then carefully 
manufactured, were prepared and the plans laid out for 
the basis upon which they would be sold. 

* x * 

In a word, every step in the process was shown, from 
the blueprints in which the item was first planned, long 
before it was manufactured, to the Patent Office in 
Washington—back to the factory—into the hands of the 
manufacturers’ salesmen—into the stocks of the jobbers 
—to the shelves of the retailers—while, at the same time, 
national propaganda was being put under way by which 
this same article would be illustrated and favorably 
called to the attention of millions and millions of con- 
sumers throughout the land. 

* x Ps 

Now, in listening to the discussion of the various steps 
in selling, I wondered where the weak spots were. Where 
was the danger that all this thought, care and attention 
would mis-fire? Where was the danger that all the 
money invested in this process of selling would be 
wasted? This particular manufacturer to whom I am 
referring sells his goods exclusively through jobbers. 
The first danger he strikes after working out this 
elaborate selling campaign is the fact that in the multi- 


plicity of items the jobber’s salesman has to sell, he may 
overlook this new item. He may not take the time and 
trouble to call it to the attention of his retail customer. 
The jobber’s salesman may be one of these automobile 
salesmen traveling so rapidly that he hasn’t time to carry 
and show samples. In such a case, the electric current 
between the manufacturer and the consumer is grounded. 
* %* * 

However, suppose the jobber does his part. Where 
could the electric current next be grounded? Well, the 
retail merchant may buy the goods. He may put them 
in stock but here is the danger: This retail merchant 
may not place the goods in his showcase. He naturally 
cannot have enough showcase room to keep everything 
in sight. However, if he is thoughtful he can use the 
show cards prepared by this manufacturer. Even if the 
goods cannot be shown, the show cards can be placed 
where the consumers who enter the store can see them. 
Of course, if the goods are placed in stock; if no show 
cards are used, and if the little booklets describing the 
goods are dumped into the waste basket, this new item 
that has been the cause of so much thought and care is 
buried. It will lie in the dark, out of sight, until some 
customer who has been influenced by the national adver- 
tising campaign comes in and calls for it. 

x x x 

Now, of course, the ideal situation is one where this 
manufacturer will receive the support, not only of the 
jobber and the jobber’s salesmen, but also of the retailer 
and the retailer’s clerks, either in displaying the goods 
prominently or in at least displaying the advertising mat- 
ter for the goods. When the retailer does this he hooks 
up with the national advertising campaign of the manu- 
facturer. 

Possibly the night before, sitting around the family 
lamp, some member of the family sees the advertisement 
of this manufacturer. He may see this electric iron or 
whatever it happens to be. He may read the ad and be 
very much interested. The sale is started in his mind. 
A desire for the goods has been created. Naturally, 
with the thousands of items that are advertised, this 
desire soon becomes dormant. If this same person who 
desired the item the night before—this consumer who is 
partly sold, should enter a hardware store and see the 
goods, or at least see a card or a booklet advertising the 
goods, this desire would be reawakened. It would lead 
to inquiries. The consumer would ask to be shown this 
item. The chances are that a sale would result. How- 
ever, if the goods are not seen and if there are no ad- 
vertising cards or show windows, or pamphlets, in many 
hundreds of cases the consumer would never think of 
calling for the goods and a possible sale would thus be 
lost. 

F x * 

So it would seem that the ideal situation in mass pro- 
duction and mass selling in the United States today is 
that where the jobber and the retailer tie up with national 
advertising. When this is done the circle is complete. 
The result is large and satisfactory sales. On the other 
hand, it must be seen clearly that if there is a break in 
any one of these steps, it is just the same as expecting to 
get an answer to your telephone call when somebody has 
cut the wire. 

ok * * 

Then, at the conclusion of this most interesting sales 
meeting, a slogan for 1928 was adopted for the salesmen 
of this manufacturer. This slogan is to be printed on 
cards and placed in all their sales offices. It is to be 

(Continued on page 64) 
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TE Roman Alphabet is the most used of 
all other types of letters for quick show 
card writing with the brush. Beginners 
at lettering in the old school were up 
against a stiff proposition in comparison 
to the easy method employed in teaching 
today. 

What is known as “single-stroke Red 
Sable show card brushes” were practi- 
cally unknown when the writer first started his appren- 
ticeship. Camels’ hair and Red Sable quill brushes were 
used which when wet came to a fine point. A beginner’s 
practice work consisted of outlining each letter with a 
pencil in skeleton formation and then filling-in the 
center of each letter with a solid color using little short 
strokes, being careful not to go outside the outline. This 
method was tedious, slow and sometimes discouraging, 
the use of japan and oil colors making it even still more 
difficult. 

Today is the day of opportunity ; everything is being 
done to help those who are willing and anxious to im- 
prove themselves 
and become more 
independent finan- 
cially. 

The single 
stroke Red Sable 
show card brush 
together with 
modern show card 
water color paint 
or ink, has placed 
the knack of show 

card writing with- 

RIMO in the reach of 

the average en- 

ergetic hardware 
clerk. 

It should be un- 
derstood that it is 
next to impossible 
to dip a brush in 
the ink and apply 
it in lettering in 
a dripping condi- 
tion. It should 
first be wiped out 
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Correct 
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backward and forward on any smooth surface to dis- 
tribute the ink evenly through the hairs and at the same 
time shaping it into the proper position for a perfect flat 
stroke. This process must be kept up continually while 
lettering. Even a round ferrule brush may be trained 
to do flat strokes 
with this method. It 
is also equally im- 
portant, when plac- 
ing brushes away, 
to press out the 
water by passing 
the hair through 
the fingers and al- 
lowing them to dry 
out in a flat posi- 
tion. Two or three 


‘or’ 
rinsings in clean 


Floor water are genet 
a2 t li t 
Varnish | isso 


of a brush. 
Genuine Red Sa- 
ble brushes are the 
best for show card 
Writing on account 
of the resiliency of 
the hair and their 
perfect adaptability 
for use in 
water colors. 
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Illustrations f ro m 
manufacturers, ads in 
Hardware Age help 
put the “punch” in 
your show cards. Watch 
the ads for suggestions 
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oughly impressed upon the mind of 
the beginner. The further the fingers 
are placed down on the handle the bet- 
ter control you will have of the brush. 
You wouldn’t think of writing with a 
fountain pen with your fingers placed 
in the middle of the handle. And the 
lettering brush is held in precisely the 
same position as the fountain pen. 

The letter “S” requires but three 
single strokes to form its basic parts. 
The first stroke at the top is made 
from left to right (as arrow indicates ). 
The second stroke is a curved center 
stroke stopping when within a frac- 
tion of bottom line. The third stroke 
completes the letter. 

Most expert show card writers work 
without resting the hand, using a free 
arm motion. This can only be acquired after much prac- 
tise and should not be attempted until the beginner has 
complete control of the brush. 

The beginner will obtain the best results by resting the 
first joint of the little finger on the card or the surface 
he is lettering. This will act as a spring and steady the 
hand and allow full use of the three fingers and the 
thumb. Another way is to rest the wrist of the right 
hand over the fist of the left hand, or some prefer a 
block of wood about 2 in. thick. Do not be discouraged 
if your work lacks that ‘professional effect; you will 
surely get there if you will persistently practise. The 
show cards in this article are not as perfect as they ap- 
pear; reducing a card 14 x 22 in. to a little cut 2 x 344 
in. makes the lettering appear much more perfect. 

The beginner should not compare his work to the fin- 


' The proper position in which a Gait mae 
brush should be held should be thor- | 
ee 
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ished lettering seen on high grade lithographs and maga- 
zine advertisements. The lithographer in many cases who 
designs this class of lettering may spend a whole day or 
more making the original copy from which hundreds of 
copies are printed. 

The proper spacing between letters and words is the 
next important thing to be considered. Almost any 
kind of lettering properly spaced will present a better 
appearance than perfectly formed letters inaccurately 
spaced. Notice the symmetrical layout and accurately 
spaced lettering on the “TRIMO” card which is a half- 
sheet 14 x 22 in. First of all there is a liberal margin of 
2 in. all around the card, then there is a line drawn 
through the center of card which helps to divide words 
equally. Of course these lines which are drawn in lead 
pencil may be erased with art gum after lettering is done. 


SYNDICATE BUYING 


A letter from Hamp Williams 


BOUT all any of us can do, is to make suggestions, 
and we need them coming to us from both ways, 
for and against. 

I have a very interesting letter from A. C. Talmage, 
secretary-treasurer of the Montana Hardware & Imple- 
ment Association at Bozeman, Mont. As I understand it 
he is also in the hardware and implement business him- 
self, and he knows the game by actual experience and 
that is what we need, so I am taking the liberty of quot- 
ing some paragraphs from his letter to me, which are 
certainly worth attention and consideration. 

The chain stores have been an advantage in one way 
and a disadvantage in another way. The advantage is, 
that they have caused a lot of us to wake up, and as 
Mr. Talmage, puts it, instead of sitting around the stove 
in the back end, whittling, spitting, telling yarns, and 
talking about our neighbors, we are at least up in front 
looking and listening, and a lot of us have changed our 
stores and show windows until they actually look like 
another place. We have big adds in the local papers, 
all because of the chain stores, but the hardest thing we 
have to overcome from chain store competition is the 


prices they are making. Give us an equal deal on prices 
with what we have learned and what we will learn in 
modern merchandising and we will not ask any more. 

Mr. Talmage says, relative to my suggestion of Syn- 
dicate buying, this in part: 

“Syndicate buying might solve the question. No one 
knows and it is expensive to try out. However, I firm- 
ly believe that our solution is in the hands of the jobber 
with the assistance of our own efforts and selling force. 

“In the hardware and implement game it will mean 
just a few minor changes. I am sold on the display 
tables, but with cheap help to keep them up to date, 
seasonable and clean. It would be folly to employ $150 
per month salesmen to look after them. Th’s method 
will take care of the public looking for merchandise at 
a price and believe me, there are plenty of them; irres- 
pective that issue was taken against you in one of the 
trade papers on this point, we have plenty price hunters 
in every community and they always have the cash. 

“The condition must be met by a reorganization of 
our methods and I believe the solution is in the hands 

(Continued on page 63) 
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NVENTORY slips like this one may be 

mimeographed cheaply and will enable 

the dealer to spread the stock counting 
over a period of several weeks, using only 
spare time se the work. This particular 
slip is assumed as coming from the double 
bitted axe bin. It is married as “Axes. 
double bitted.”’ At checking time the 
quantity was 27. Every axe added to the 
stock was marked under the column “Put 
in.” Each axe sold was marked in the 
“Taking out” column. According to this 












An Efficient Inventory 


NVENTORY 
taking is seldom 
hailed with joy 

even by those who 
fully realize the 
value of an exact 
annual check-up of 


these stocks. All are 
well pleased when 
the work is com- 
pleted. 


Many dealers have 
regarded the annual 
inventory as a neces- 
sary evil, to be put 
up with only because 
the Government re- 
quires it for income 
tax purposes. But 
with their inventory 
record once in hand, 
they have found it 
extremely valuable in 
many ways. 





slip 7 axes were added and 15 were sold, 
leaving the net stock as 19. 


The management 
finds that it throws 
valuable light on turnover and profits, it shows just 
where the business stands. The man in charge of pur- 
chases finds it indispensable as a guide. When placing 
insurance it assures lowest rates for the proper amount 
of protection, and if fire losses occur it hastens an ad- 
justment on fair basis. 

With a clear inventory to show the dealer finds him- 
self in a stronger position when negotiating loans at 
the bank, and if the store is owned by a corporation the 
inventory instills confidence in the company’s stock- 
holders. 

Taking inventory need not be a hardship if properly 
and methodically handled. You can do the work your- 
self with neatness and dispatch with the aid of your own 
staff. Let’s review briefly the methods of some well 
known hardware firms. 

It is generally agreed that teams of two work faster 
and more accurately than individuals working alone. 
One man checks stocks and calls figures. His team- 
mate re-calls the item and count and enters the data 
on the inventory sheet. Opinion appears divided on the 
practice of using small stock slips in each stock bin 
to be marked at odd moments, so that at the close of 
the calendar or fiscal year the slips may be collected and 
their figures collated at one sitting. 

Using such slips, the Long Island Hardware Co., 
Long Island City, N. Y., takes a large inventory in 
one day. A suggested slip is shown with this story. 
These slips can be made out for each bin or group of 
goods, are easily kept current and utilize what might 
otherwise be lost time. 

Using about 200 Harpware AGE inventory sheets, 





Record Sheet 


George Haupt supervises the annual inventory of the 
$25,000 stock maintained by his firm, Haupt Hardware 
& Paint Co., also of Long Island City. He has eight 
employees. Four are divided into two two-man teams 
the last week of the year and take inventory during busi- 
ness hours, while the remaining four handle store 
business. 
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ry \HE HARDWARE AGE inventory sheets provide a simple and direct 


means for listing and recording your inventory of stock. Many thou- 

sands of these sheets are used each year by hardware dealers. Space is 
provided for all the necessary listings and information. This example is 
taken from the actual inventory of a large Eastern retail hardware 
store, and serves as a good model for your inventory teams. Most of 
the items need no further explanation, but we call your attention to 
the four sections circled and lettered. A is an instance where 
team found an assortment of chain links estimated to be about 2 
gross and worth about $2.50. This being a small item and not involving 
much money, a detailed count and cost reckoning was not considered 
necessary. B shows an instance where unit cost on stones is 
$1.00 per dozen. There being 15 or 1% dozen, the cost is $1.25 for the 
lot. Example C shows an instance where a certain spring is costing 
$.045. There being only one in stock the half cent must be assumed 
by the dealer making the cost extension a full $.04. The second half 
of this example also shows springs with a price each of $.375. There 
being two the extension obviously may be made accurately without 
assuming the extra half cent. The extension is $.75. Example D shows 
the use of the discount, deduction or depreciation column. The door 
set listed is old style and worth about 50 per cent of it’s original cost. 
The discount is taken as indicated. The same practice would follow in 
the event of broken, soiled, rusted or tarnished merchandise which 
could not be sold at full price. This column must be estimated in most 
cases. Should there be a market decline, since your purchase on any 
item, the deduction would be made accurately and according to your 
records. These four examples are typical of experiences which will come 
up in the taking of an inventory. 

The store with cost in code on each stock bin will find a great 

saving of time on the stock taking at the end of the year. 
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The Haupt store is divided into about forty sections, 
with eight divisions of the main sales floor and the re- 
mainder on two stock floors and basement. Each team 
has its own sections to handle and follows the usual 
practice of one man calling while the other writes. The 
monotony is relieved by alternating on the jobs. 

One section is finished at a time. For example on 
the main sales floor the sections are No. 1—tools, No. 
2—padlocks and small items of builders’ hardware, No. 
3—miscellaneous shelf hardware and bright w:re goods, 
No. 4—stove bolts and wood screws, No. 6—polishes, 
oils, paint brushes and small factory materials, No. 7— 
paint in household sizes and lacquer and No. 8—paints 
and varnishes in the larger cans. Then there is the 
store center consisting of a grouping of open top dis- 
plays or some seasonal items like oil stoves and the two 
show cases, one on each side. The latter three pieces 
are considered separate sections. 

Mr. Haupt lists his merchandise in the usual manner 
similar to the sample sheet shown herewith. On bulk 
stock of screws, bolts, etc., he estimates, on all other 
lines an actual count is made. Each page bears two 
folios. One gives the section page number and the 
other is a number showing the position of the sheet in 
the complete inventory. At the finish of the job the 
sheets are placed in the HARDWARE AGE inventory sheet 
binder and placed in the vault for safe keeping. Mr. 
Haupt makes it a practice to compare his annual inven- 
tories and annual gross sales as well as net profits. The 
first two comparisons give him a quick picture on his 
buying and selling and suggest any generality which 
needs investigation. 

The various sections in the Haupt store are identified 


by the use of house numbers placed in the center of each 
division. Some of the sections are easily counted by one 
man. For example the paint department, the two show 
cases and the center display section may be taken care 
of in a short time by one man with reasonable accuracy. 

Two years ago Barker, Rose & Clinton Co., Elmira, 
N. Y., inventoried an $85,000 stock in one day and on 
New Year’s Day, working from 8 a. m. to 5 p. m. 
Thirty three teams of two each did the work. The girls 
of the office handled the writing and checking. Presi- 
dent S. Edward Rose found it the neatest and most 
accurate record in twenty-five years. As he explains it, 
the most important factor is the preparation for the 
job. Tables, dusters, pencils, ladders, inventory sheets 
and brushes were part of the equipment and were made 
ready the previous night. Each section of the store 
stock was plainly marked with the same number on the 
inventory sheets and schedule of the working team. In 
other words each team had a list of sections and the 
necessary inventory sheets covering the same. When 
a team finished its allotment, it was assigned to the 
stock room to check overstock. To compensate the em- 
ployees for the loss of New Year’s Day as a holiday, 
each was permitted a day's vacation prior to March 15, 
the day to be selected at the convenience of the individual 
and his department manager. 

Often the man doing the writing will have ample time 
to reckon the cost extension, assuming he knows the 
unit cost, or can take it from the stock bin where it 
may be marked in code. All these figures should be 
checked by a competent person, preferably an accountant 
and errors corrected and adjusted by the person signing 
as the auditor. 





Russell ih: Atkinson Makes Window Posters 
From Greeting Cards 
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LLOWING out the suggestion demonstrated at 

a recent meeting of the Manhattan and Bronx 
Hardware Association, by J. A. Warren of HARDWARE 
Ace, Russell A. Atkinson made this strikingly effective 
window poster. 

Mr. Atkinson, whose forte is window and store dis- 
play, was one of the first to grasp the idea and quickly 
put it into practice in the hardware store of his father, 
R. J. Atkinson, N.R.H.A. president, in Brooklyn. He 


remarks that this and the crepe paper tubing idea 
thatehe used in the window were both 
gained at the meetings of the Manhat- 
tan and Bronx Association. 
Mr. Atkinson also attends 
the meetings of the Brook- 
lyn Association. He is a 
close student of merchandis- 
ing and display work, and 
these meetings have been a 
great help to him as they have 
to others who attend regularly. 

As will readily be noted in the 
illustration, and as has been ex- 
plained heretofore, the small 
card is ruled off in squares, and the card to be enlarged 
is ruled off in corresponding squares and the drawing 
accurately made by simply mapping it out. As only one 
small square at a time need occupy the attention of the 
artist, the process becomes very simple. Note that the 
squares are numbered on the one side and lettered on the 
other, a precaution that eliminates the possibility of con- 
fusion in following the design. 

HARDWARE AGE would be glad to hear from others 
who have made use of this simple and effective method. 
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A Woman Cler 


in your 


Hardware Store 


(PART 1) 


By Alice Jackson Wheaton 


IK was all alone in the store and 
H doing his best to serve several cus- 
tomers at once. It was a thriving 
town of about 7000 people. It had four 
hardware stores! Soon came the lull that 
gives the storekeeper a chance to write up 
the charges he hasn’t forgotten, and to 
take a long breath before the next wave of 
customers. I introduced myself with the 
usual phraseology that I was a stranger 
and “just looking around.” He explained 
that his men were all out installing fur- 
naces for they had sold a number of them 
within a few weeks. We talked a bit about 
business in general and how it had been 
affected by a recent bank close-up, which, 
like a volcanic eruption, had poured the lava of a tragic 
and hitter excitement all through this Northwest section. 
Then I put my question, “Have vou_ever tried a woman 
clerk in your store?” 

He looked at me quizzically for a minute, then extend- 
ed his two hands whose black and grimy palms were a 
sufficient answer to my question. Having tried for 
twenty years to find a dirt solvent that isn’t a fabric 
solvent for a hardware husband’s cuffs, his gesture 
needed no further interpretation. 

Much of the work in a general hardware store is 
heavy and dirty. This is especially true if it is stove 
and tin-shop headquarters. If a woman had to take her 
regular turn waiting on trade alone, she would be con- 
tinually hard put to it. It could be suggested perhaps 
once or twice to Charlie Smith the carpenter, that he 
“roll his own” keg of nails out to his “Chev,” and 
Farmer Brown might forget he was in a hurry for a few 
panes of glass or lengths of pipe, if engaged in suffi- 
ciently lively conversation. [ut next time it is probable 
that both patrons would go somewhere else. If the 
store handles much china or crockery, the feminine point 
of view is quite necessary occasionally, but this can easily 
be secured from wives and sisters and mothers. They 
can also be impressed into service during the holiday 
rush or in other sharp emergencies, if all the men are 
out on repair jobs and the boss wishes to finish his second 
piece of apple pie. 

Department stores and departmentized hardwares are 
the ones that are making the study of the advantages 
and disadvantages of the woman clerk. The proportion 
of women to men in hardware sections of department 



















LICE JACKSON 

WHEATON is the pen 
name adopted by Mrs. George 
8S. Wheaton, wife of the 
president of the Minnesota 
Retail Hardware Association. 
Mrs. Wheaton has recently 
been appointed chairman of 
the Biblical Literature 
Federation of 
Women’s Clubs, and is a 
writer of recognized ability. 


stores is very high, outside of tool or builders’ hardware 
departments. One store in a large city has fourteen 
women and six men, including the manager. In a large 
general hardware store, there are often but two or 
three women to fifteen men on inside sales. 

The sections in such stores over which women ordi- 
narily preside are house wares, cleaning supplies, elec- 
trical goods, and often cutlery and ready mixed paints. 

There’ is no positive uniformity of opinion about the 
employment of women even in such departments. State- 
ments made with much finality by one employer will be 
refuted by a fellow merchant in another part of town 
and sometimes even in the next block. This proves of 
course that it is a question to be settled by each concern 
for itself according to its individual patronage and 
location. 

We are going to proceed contrary to the usual laws of 
debate and present negative arguments first, refuting 
some of them as we go along. 

“They can’t climb ladders!” This argument against 
women is quite often on the lips of some men. Others 
report that while the women balk or feel a little shy at 
first, they soon get to be very good climbers. However, 
this is not at all an argument against women, for 
shouldn’t a properly arranged store have everything 
normally called for within easy reach of the men also? 

“They are too sensitive and easily offended.” Neither 
can a discriminating generalization like this be made 
safely, for in the course of your career as an employer, 
hasn’t more than one man, after a show of temper, put 
on his hat and disappeared for the rest of the day? 

(Continued on page 60) 
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Majority of Electrical Appliances 
Bought by Women 


Miss Dolly Campbell, in charge of this department, has proved 
that a woman’s judgment is decided factor in success of the line. 


E Bunting Hardware Company, Kansas City. sold 
over one hundred electric washers last year, practi- 
cally all of the prospects for which were obtained 

through the store’s regular advertising, the sales being 
made in the store and without the aid of outside sales- 
men. 

Mr. Spink has found that present-day competition 
in washer sales necessitates selling on the installment 
plan and fully 95 per cent of the sales are on that basis. 
By investigating the credit standing of the customer be- 
fore signing a contract and requiring at least a 25 per 
cent down payment with the balance paid inside of a 12- 
month period, the bugbear of credit losses and re- 
possessing of machines is eliminated. 

Another interesting fact in connection with the elec- 
trical department of the Bunting store is that the sales of 
table and other small appliances is showing a steady in- 
crease from year to year. Last year the sale of such 
items as toasters, waffle-irons, table stoves, percolators, 
irons, fans and the like reached a total of slightly better 
than $10,000, while the average stock carried is about 
$2,000. The big peak of these sales naturally comes dur- 
ing the holiday season, but a second peak almost as large 


develops during the early summer months, due in part 
to June weddings and anniversaries and to the general 
comfort of electrical merchandise in hot weather. 

The majority of customers for this class of appliances 
afe women, and the department is in charge of Miss 
Dolly Campbell, who has proved that a woman’s taste 
and judgment in buying for resale to other women is a 
decided factor in the success of the department. It is 
also the experience at Bunting’s that Miss Campbell and 
the other young lady clerks have a big advantage over 
the men clerks in selling this class of merchandise. The 
women clerks seem to be able to advance a more con- 
vincing sales talk, touching upon the utility rather than 
the technical features of the article. 

Electric bulbs is another item which has a remarkable 
sale in the Bunting store and these sales were recently 
materially increased by the simple expedient of putting a 
display of them in the house-furnishing department as 
well as in the electrical department. In selling lamps the 
suggestion to the customer to buy them by the carton in 
stead of singly, picturing tle convenience of having ‘‘ex- 
tras” in the house when they are needed, has resulted in 
70 per cent of the sales being of cartons. 
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Subway excavators tore up the street-—Customers moved 


away—Price cutting competition came, but— 


Gerstner Still Sells Tools 


ELLING tools on a street that is ripped apart 

for subway excavations and bucking stiff price 

cutting competition is the present day problem 

for A. W. Gerstner Co., located at 634 Eighth 

Avenue, New York City, a block away from well 
known Forty-second Street, and bordering on the famous 
Times Square. 

Three years ago a subway excavation was started 
under Eighth Avenue. The paving and sidewalk were 
ripped up and wooden planking substituted. Yawning 
excavations with noisy steam shovels and_ traveling 
cranes forced many retailers along the avenue to seek 
other locations. A large percentage of the residents 
moved away but through all this turmoil and confusion, 
the Gerstner company continued to do a good business. 
Parking is not allowed on the street. This has prac- 
tically eliminated anyone coming to the store in an auto- 
mobile. These conditions changed the type of customers, 
from residential housekeepers, janitors, etc., to carpen- 
ters and mechanics. Many of the leading hotels in New 
York City send their carpenters, steamfitters, and me- 
chanics to the store for their tools. The company has 
not secured any contracts for these supplies but the hotels 


have found that they benefit in the long run, by having 
their employees get good tools at reasonable prices. 

Tools constitute a good part of the company’s stock 
and represent about 40 per cent of the total sales 
volume. It is interesting to note that these sales have 
not fallen off to any appreciable extent during the last 
few years. This is partly due to new store equipment. 
The company had planned to completely remodel the 
store, but when they learned that the street would be 
torn up, they decided to postpone the work, installing 
only a modern wall panel display case for the line of 
tools. Since these items have been taken from their 
boxes on the shelves and placed where they can be 
easily seen and easily sold, it has been found that the 
loss through outside conditions has been offset by the 
added sales advantage. It is safe to assume that the 
present sales volume on this line would not be what it 
is, if the new equipment had not been installed. 

This wall panel is divided into sections, each section 
having two display doors, opening at the center. It has 
been found advisable to stock merchandise that is dis- 
played on the right hand door, behind the left hand 
door, and vice versa. In this way the customer’s view 





























or thought is not distracted by the opening of the door to 
procure the merchandise. This is especially valuable 
when selecting a small item from a crowded display 
board. 

The return tool problem is handled by the Gerstner 
company in the following way: Salesmen on the floor 
have the authority, up to a certain extent, to accept or 
reject any tool that is returned. If the tool shows that 
it has been abused or misused, the customer is referred 
to an official of the company, but if there is no doubt that 
the part was defective, satisfaction is given on the sales 
floor by the salesman. 

One of the show windows always contains a tool dis- 
play. It is never without an attractive well arranged 
assortment of tools, which attract the subway worker, the 
mechanic and the passerby. Prices are not shown, either 
in the window or in the display panels. This procedure 
seems a direct reversal to the progressive customs of 
the day. The object however has been to buck the price 
cutting competition that abounds in that neighborhood. 
It has been reasoned that if tools are seen in the window 
or in the panel and attract attention, the inquirer will 
take the trouble to find out how much the item costs, if 
he is really interested. The salesmen are well versed in 
tool merchandising and can readily supply this informa- 
tion. It has been found that if an item is marked, say 
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for $2 and placed in the windows, before the day is over 
the price cutting merchants of the neighborhood will 
have similar items in their windows marked at $1.85, etc. 

The business was founded on the same site in 1881 
and has not changed hands since that time. Great pride 
is taken in the fact that ten men are still with the com- 
pany after over twenty years of faithful service. 
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Accessibility Noticeable in 
This Tool Department 





HE Gerstner store is not cluttered 

up with useless articles, but is 
neatly arranged and kept. As will be 
noted by these photographs, the tools 
are plainly in view where mechanics 
and others may inspect the merchan- 
dise for themselves. This helps ma- 
terially to increase the sale of these 
lines. 

On ‘account of conditions in the 
neighborhood the Gerstner store does 
not use visible pricing, but modern 
display methods are followed in all 
other particulars 











Advertising in Parked Cars 


preety merchant in Omaha, Neb., regularly 
circularizes all cars parked in front of his shop, 
and all cars in the nearby public garages and public 
parking spaces. These circulars consist of price lists of 
tools, domestic hardware specialties and staples. The 
delivery of circulars is the duty of the second clerk who 
makes three to four trips daily in the vicinity. A great 
deal of business has been traced to this plan. The selec- 
tion of merchandise described on the printed circular 
is such as will appeal to the average home. Most of 
the people who regularly park in this area are employed 


in a large industry and are home owners in the district 
nearby. Auto accessories are also advertised in this 
way by the same dealer. 

A dealer in the East with an extensive line of tools 
has found it possible to make many sales direct to car- 
penters, masons, etc., by personal calls on men at work 
on nearby jobs. 

These calls are made at the noon hour. Samples of 
saws and planes are taken in the store car and the turn- 
over in carpenter’s tools has been doubled as a result. 
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Trading Up Versus Trading Down 


better salesmanship as the avenue to a higher 
plane of profits. We were, therefore, keenly 
interested, when one of our readers sent us a copy of a 
letter recently sent to the hardware jobbing trade by 
Fayette R. Plumb of Fayette R. Plumb, Inc. 
The letter reads in part as follows. 


“NOW IS THE TIME!” 


When you got really confidential with a man at the 
Atlantic City Convention you found out that whether 
he was a jobber or a manufacturer, he spoke about how 
hard it was to make a profit. The ones that I talked 
to believed that this was because competition drove them 
to fight for volume rather than for net profit. With the 
fight for volume came the evils of “trading down” ; 
selling goods at half the price as told in a “Moral Tale” 
attached. 

In the old days when people were not nearly so. well 
able to afford the purchase of first quality tools, it was 
recognized that profit could be made only by “trading up” 
that is, selling the retailer and the consumer a better 
article than he asked for. 

The retail hardware dealer is not getting his full share 
of the money which everybody is spending for the things 
they want. The man who can be sold an automobile with 
all the fixings or a radio set, can be sold the best of 
hardware if he can be made to want it. Isn’t there a 
lesson for us in this? Can’t your salesman point out to 
your retail customers and their clerks the profit there is 
in making a customer want a good tool instead of a 
cheap one? The pride of owning the best known brands 
and the assurance they will last a lifetime will awaken 
the desire of most any tool lover who sees a beautiful 
advertised hammer or hatchet. These are especially the 
kind of tools one can be proud to give for Christmas 
gifts. Teach a customer to want it and he will pay the 
price just as he does for other things he wants. 

The earnings of mechanics, factory workers, railroad 
employees, are at a level where they can afford to buy the 
best. The improvement in the grain crops during the 
fall and the prices received for crops in general, have 
increased the farm income three hundred million dollars 
over last year. This is what is happening right now. 
Now is the time to make a campaign to sell high quality 
profit bearing merchandise and break away from the 
cheap competitive price lines in which there is no net 
profit regardless of what the gross margin may be. 
Tools should be the profitable end of the hardware busi- 
ness. High grade tools are. 

Accompanying the letter was a booklet containing the 
following modern merchandising parable, written by Mr. 
Plumb, and entitled: 


A Moral Tale 


Late in January, Jones, the hardware man, called his 
clerks together for a serious talk. “Boys,” he said, “you 
know we are doing a rushing business, but we are not 
making any money. Our sales expense used to be 20 
per cent, now it is 24 per cent. Do you remember the 
day Hiram Brown showed me the hammer he bought 
from the chain store at Tropolis for 75 cents, and called 
me a robber because I had tried to sell him a hammer for 
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$1.50? I found my jobber would sell me hammers like 
the chain store had for 50 cents each and that when [ 
sold them for 75 cents I would make the same margin in 
percentage that I made on the high grade hammers which 
I bought for a dollar and sold for $1.50. I didn’t stop 
to think that I had to buy two hammers, haul them from 
the freight station, unpack them, put them in stock, sell 
them, wrap them up, charge them on the books to dif- 
ferent customers, collect the money, all to make the same 
50 cents that I could make by selling one high grade 
hammer. 

“I didn’t see that if it cost me, with a sales expense 
of 20 per cent, about 30 cents to handle a good hammer 
I could not expect to handle a cheap one for 25 cents 
and make a profit, because the only difference in my cost 
was less than 4 cents per hammer interest on my invest- 
ment and insurance, for a whole year and any saving 
of time you boys could make throwing a cheap hammer 
on the counter instead of earning your pay as salesmen 
by showing our customers the good hammer was really 
worth the difference. After I found out it cost more 
than 25 cents to turn over these cheap hammers, I saw 
why we lost money last year. Trading down to cheap 
grades all along the line. You can make money when 
you turn over a profit, but the more you turn over a 
loss the more you lose. 

“Our sales were $50,000.00 last year, while in 1923 
they were only $40,000.00, but in 1923 we made money 
selling quality hardware, and in 1926, with the cheap 
tools and all kinds of low grade merchandise passing 
through our stock like hot cakes off the griddle, we lost 
money. 

“In 1923, when our sales were $40,000.00, our total 
expenses were $8,000.00, or 20 per cent of the sales. 
Last year, when our sales were $50,000.00, we handled 
twice as many articles through our stock and our ex- 
penses went up to $12,000.00, or 24 per cent of the 
sales. The increase of $10,000.00 in business cost us 
$4,000.00 in increased expenses and these increased 
expenses have changed the profit we made in 1923 
into a’ loss. 

“Just about when I found all this out, Hiram Brown 
came in to buy a hammer and I sold him a good one for 
$1.50. It wasn’t so hard because he found that chain 
store hammer slowed up his work and I showed him that 
the well known brand I carried, with proper care would 
last him a lifetime. 

“So, this year, boys, we are going back to the old way. 
There are only a certain number of hammers and other 
hardware articles bought around here in a year and 
those who must can have the cheap grades. We will 
keep some of the cheap grades of merchandise, but we 
won't sell them. We are going to bring that well 
known brand of hammers, hatchets and axes out to the 
front of the store and show them first to any customer 
who comes in to buy. We know they can’t buy this well 
known brand in chain stores or from the catalog houses. 
They protect us, oughtn’t we to help them? 

“Remember that in the long run ‘The best is the cheap- 
est.’ The chain stores sell on price. We are hardware 
men. We know why our high grade stock renders bet- 
ter service and is more durable. We want to use that 

(Continued on page 62) 
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A well designed window display by W. E. Meierhoff. Note the way in which crepe paper is used. 


New Hardware for Old Doors 
Is Sold by Window 


W. E. Meierhoff, located in a suburb of Chicago, carries a carefully selec- 
ted stock of builder’s hardware, suited to the community’s needs and finds 


it a paying line. 


ERHAPS some hardware dealers, located in the 

smaller towns or in the outlying sections of the 

larger cities, fail to fully appreciate the possibilities 
in selling builders’ hardware. Too often they take the 
attitude that the aggressive competition offered by the 
larger hardware stores makes it impossible, or at least 
unprofitable, to go after the contractors’ trade on build- 
ers’ hardware items. 

However, according to W. E. Meierhoff, located in a 
residential suburb just outside of Chicago, builders’ 
hardware can be made a profitable line in any hardware 
store. While Mr. Meierhoff does not carry a large stock 
of builders’ hardware, it is a very carefully selected 
stock, containing only the better grade items, which ex- 
perience has proved to be salable in his community. 

Practically all of the prospects for this class of mer- 
chandise are obtained by following closely the building 
permits issued in the suburb and then getting in touch 
immediately with the contractors. Through the con- 
tractor, Mr. Meierhoff usually meets the owner and by 
his evident interest in helping him to obtain attractive 


Excellent window displays help to sell it. 


hardware, closes many sales in spite of price competi- 
tion. While the volume of these gales is not especially 
large, running about $100 per residence, there are 
enough of them to give better than a four time turn 
over in the builders’ hardware department. 

That builders’ hardware need not necessarily be sold 
only to those who are building new homes was also 
definitely proved to Mr. Meierhoff early this fall. At 
that time, the local association of business men offered 
a prize for the most attractive window display typical 
of a merchant’s business and as his contribution to the 
contest, Mr. Meierhoff installed a window display of 
builders’ hardware, although it was admittedly late in 
the building season. Incidently the Meierhoff window 
was awarded first prize, but in addition it attracted much 
attention and many sales of replacement hardware for 
old houses, particularly front door sets, resulted direct- 
ly from it. 

Replacement hardware merits a good deal of attention. 
Are you giving it that attention? Many hardware mer- 
chants are doing so with profit to themselves. 





New Committees Are Announced 
by Chief Booster Hinchman 


Fred Hinchman, John Russell Cutlery 
Co., Chief Booster, New York Hardware 
Boosters, recently announced the follow- 
ing committees for the next twelve months : 
Finance—Treasurer Geo. W. Eadie, Har- 
mon & Dixon, chairman, and Past Chiefs 
Fred Ritterbusch, Reading Knob Works; 
C. K. Golden, Manufacturer’s Agent, and 
Robt. Taylor, Star Expansion Bolt Co. 
Publicity Committee—Chas. J. Heale, 
HarDWARE AGE, chairman; Chas. Downes, 
Hardware Dealers’ Magazine; Liew S. 
Soule, HARDWARE AGE, and Roy F. Soule, 
Hardware Dealers’ Magazine. Member- 
ship—Oscar Watts, E. C. Atkins & Co., 
chairman, with Jim Bennett, Lockwood 
Co.; Dan R. Campbell, Savory, Inc., and 
John Tracy, Rawlplug Co. Nominating 
Committee for three years—Past Chiefs 
Bert Conner, Pike Mfg. Co., chairman; 


C. K. Golden, and F. H. Ritterbusch. 
Question Box—M. L. Langel, Osborn 
Mfg. Co., chairman. National Council 


Fund—Will J. Graham, Francis Keil & 
Son, chairman. 

Delegates to the National Council of 
Traveling Salesmen’s Associations: Sey- 
mour N. Sears (president of the Council), 
Tucker Co.; E. F. Schader, Topping 
3ros.; Chas. J. Heale, HARDWARE AGE; 
Chas. Downes, Hardware Dealers’ Maga- 
sine, and for alternates, E. R. Sandiford, 
Harpware AcE, W. J. Graham, and C. A. 
Johnson, Chas. J. Smith & Co. 


J. W. Wall Dies 


J. W. Wall, who for many years was 
district sales manager for the Central 
Western States for Remington Arms Co., 
Inc., New York City, passed away re- 
cently at his home in Indianapolis, Ind. 
Mr. Wall had been with this company 
since 1902, but fifteen months ago he was 
forced to give up his position due to ill 
health. 

Mr. Wall was born in Milwaukee, Wis., 
in 1867, but moved to Buffalo, N. Y., with 
his parents when a small boy. He was 


widely known in the hardware field and | 


his generosity, courtesy and_affability 
leave a memory which will be cherished 
by his host of friends. 


M. J. Price to Open L. I. Store 


M. J. Price has completed plans for a 
retail hardware store, which he will open 
in Farmingdale, L. I., on or about Jan. 15, 
1928. Mr. Price desires catalogs and price 
lists from manufacturers and jobbers. 
They may be sent at the present time to 
1343 Fiftieth Street, Brooklyn, N. Y. 


Frank M. Knight Joins Standard 
Varnish Works 


Frank M. Knight, who has, until re- 
cently, been with the Continental Baking 
Co., has joined the Standard Varnish 
Works as sales manager attached to the 
Eastern Division, with headquarters in 
New York. 











Due to expansion of the Standard Var- 
nish Works through its having acquired 
Toch Brothers, Inc., and E. R. Bohan & 
Co., executive aid, to cooperate with R. B. 
Johnston, who has been associated with 





FRANK M. KNIGHT 


the Standard for nearly twenty years, was 
considered essential. Mr. Johnston has oc- 
cupied the position of advertising manager 
and also that of manager of trade sales 
for the Eastern division. 








R. B. JOHNSTON 


Standard 
new 


Mr. Knight comes to the 
Varnish Works well fitted for the 
post, having been assistant to the presi- 
dent and regional sales manager for the 
Continental Baking Co., which is one of 
the three largest concerns of its kind in 
the world. Previous to this experience 
Mr. Knight was assistant general manager 
of the Thos. J. Lipton Co., and also with 
Armour & Co., as manager of the Branch 
House Department, in Chicago. 


Huey & Philip Plan Warehouse 
Huey & Philip Hardware Co., Dallas, 


Tex., contemplate the erection of a ware- 
house which will cost about $100,000. 
This new building will be located at 
Griffin, Collin and Magnolia Streets, Dallas, 


Tex. 








Kessell Completes 50 Years 
Service in Michigan Store 


M. W. Kessell was recently tendered a 
surprise banquet to commemorate the com- 
pletion of 50 years of faithful service with 
William Tunstead’s hardware store in Ox- 
ford, Mich. The members of Oxford 
Lodge, No. 84, F. & A. M. arranged this 
affair for their Brother Mason. 

During the couse of the evening a beau- 
tiful gold watch was presented to Mr. 
Kessell as a token of esteem and to suit- 
ably mark the event in his life. 





Shapleigh Uses Advertisement 
as Holiday Greeting Card 


Shapleigh Hardware Co., St. Louis, 
Mo., has taken an unusual way of send- 
ing its holiday greetings to its many 
friends and customers. On the back cover 
of this issue appears a beautiful adver- 
tisement as the company’s holiday greet- 
ing to the hardware trade in general. 
It is rich and colorful, strong in its sim- 
plicity, and the brief sentiment fully ex- 


presses the feeling of the Shapleigh 
Hardware Co. toward its customers and 
friends. A copy of this advertisement 


will be given to each Shapleigh salesman, 
to be placed in his catalog. In addition 
the company has printed over 30,000 re- 
productions in reduced size, to be mailed 
direct as holiday greeting cards. 

Customers who desire to preserve and 
frame this unusual piece of tvork will 
be sent a copy, printed in full colors on 
high-grade paper, size 11 by 14 in, if 
they will write to the company in St. 
Louis. 





Albert Zettler Passes Away— 
President, Zettler Hardware Co. 


Albert Zettler, president of the Zettler 
Hardware Co., Columbus, Ohio, and past 
president of the Ohio Hardware Associa- 
tion, died recently at his home in Colum- 
bus after a two years’ illness. Mr. Zett- 
ler’s ill health forced him to leave his 
business duties last spring and a severe 
nervous shock from an automobile acci- 
dent interfered with his recovery. 

Mr. Zettler was 59 years of age and an 
outstanding citizen of his city. He was 
elected to the presidency of the Ohio asso- 
ciation in 1920 and presided at the Colum- 
bus convention in 1921. 

He is survived by 
daughters and two sons. 


his widow, four 


James & Hawkins, Inc. Sell Their 
Jamaica, L. I. Building 


James & Hawkins, Inc., retail hardware 
dealers at 15924 Jamaica Avenue, Jamaica, 
L. I., have recently sold their building and 
are planning to move to Queens Village, 
L. I. This firm has outgrown its present 
quarters and has need of a greatly in- 
creased warehouse space. They are plan- 
ning to break ground, early in the spring, 
for a modern warehouse and office in 
Queens Village, into which they will move 
in the late summer. A store will be main- 
tained in Jamaica. 


























Toy Manufacturers of U.S. A. 
Hold 11th Annual Convention 


W. Ogden Coleman, American Flyer 
Mfg. Co., Chicago, Ill, was elected to 
the presidency of the Toy Manufacturers 
of the U. S. A,, Inc., at its eleventh an- 
nual convention, held in the Hotel Mc- 
Alpin, New York City, on Dec. 1 and 2, 
1927. Leslie Martin, American Mfg. Con- 
cern, Falconer, N. Y., and C. E. Thomp- 
son, Structo Mfg. Co., Freeport, IIl., were 
elected vice-presidents. The new treas- 
urer of the organization is B. E. Fleisch- 
aker, Fleischaker & Baum, New York 
City. 

The convention was one of the most 
successful ever held by the toy manufac- 
turers. There was a good attendance at 
all sessions. The New England Christ- 
mas Dinner, followed by a smoker, on the 
evening of Dec. 1, was greatly enjoyed. 
Retiring President Harrie C. White, H. C. 
White Mfg. Corp., North Bennington, Vt., 
presided at the sessions and introduced 
the various speakers, including Thomas F. 
Flanagan, Charles W. Hoyt Co., Inc.; 
Saunders Norvell, president, Remington 
Arms Co., Inc, New York City; H. H. 
Marcus, president, Toy Wholesalers As- 
sociation, and H. S. Bartholomew, Cooley 
& Marvin. 

The next convention will be held dur- 
ing the week of July 23, 1928, at Macki- 
nac Island, Mich. 





Brooklyn Hardware Dealers 
Meet December 8th 


The usual good attendance of the Brook- 
lyn Hardware Dealers Association was 
somewhat lessened at the Dec. 8 meeting, 
held in the Johnson Building, Brooklyn, 
N. Y., due to many members keeping their 
stores open during the evening in the 
Christmas season. After the routine busi- 
ness of the evening had been disposed of 
R. J. Atkinson, president of the N.R.H.A., 
and a veteran Brooklyn member, spoke 
briefly upon the advantages of scientific 
management in the present day store. Mr. 
Atkinson also made a motion that “Bob” 
Warren, associate editor of HARDWARE 
AGE be invited to the January meeting and 
present his demonstration of making win- 
dow backgrounds, show cards, etc., from 
newspaper clippings, advertisements, etc. 
This motion was carried and the secretary 
instructed to send a letter of invitation to 
Mr. Warren. 

Past President H. A. Cornell conducted 
the Question Box. A review of current 
trends in hardware buying was given by 
A. H. Grafenstadt. The members were 
urged to attend the Metropolitan Hard- 
ware Banquet at the Hotel Commodore 
on Jan. 19, 1928. 


Oil Well Supply Co. Elects 
Walter C. Carroll, President 


Walter C. Carroll, who has been presi- 
dent of the National Association of Sheet 
and Tin Plate Manufacturers and chair- 
man of the Sheet Steel Trade Extension 
Committee since Aug. 1, last, will leave 
those offices Jan. 15, 1928, to assume the 
presidency of the Oil Well Supply Co., 
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Pittsburgh, Pa. He _ succeeds Louis 
Brown, who has been affiliated with that 
company since 1891 and its president since 
1911. Mr. Carroll is a graduate of Prince- 
ton University, class of 1900. After tuo 
years at Harvard Law School he entered 
the employ of the American Sheet Steel 
Co., later the American Sheet & Tin Plate 
Co., and remained with this company for 
19 years. During this period he was lo- 
cated at Detroit as district sales manager 
and at San Francisco and St. Louis as as- 
sistant to the manager of sales, subsequent- 
ly returning to Pittsburgh as assistant 
general manager of sales, which position 
he held for 13 years. In 1921 he became 
associated with the Inland Steel Co., Chi- 
cago, Ill., as vice-president in charge of 
sheet steel sales, retaining this position 
until the present year, when he returned 
to Pittsburgh to take the position he soon 
will relinquish. 


Oliver B. Surpless Finds 
Mid-West Prosperous 


Oliver B. Surpless, who is at present on 
a trip to the West, writes as follows in 
reference to business conditions there: 

“* * * Based on all reports coming 
in from the Central and Northwest and the 
latter in particular, the indications are for 
a very large volume of business moving 
for 1928, particularly in the agricultural 
districts; the farmers are rapidly paying 
off their indebtedness and are reaching the 
point where they will feel more like free 
men, and an increased interest in pros- 
perity will be apparent on their part. 


George S. Winders Passes On— 
Recent Injuries Prove Fatal 


George S. Winders, sales manager of 
The Smith Bros. Hardware Co., Colum- 
bus, Ohio, was struck by an automobile 
on the evening of Nov. 30, as he was 
crossing the street in front of the com- 
pany’s offices. A severe storm was raging 
and it is thought that he did not see the 
car. He was rushed to the White Cross 
Hospital, in that city, where everything 
was done to save him. On Dec. 2, he 
passed away as a result of injuries. 

Mr. Winders was 59 years of age and 
had formerly been a salesman with Hib- 
bard-Spencer-Bartlett Co., Chicago, IIL, 
and sales manager for Van Camp Hard- 
ware & Iron Co., Indianapolis, Ind. 


Tritch Hardware Company 
Adds A. R. Reese to Staff 


Allyn R. Reese, whose ten years as a 
successful traveling salesman have thor- 
oughly acquainted him with the sporting 
goods trade of Colorado, Wyoming, Utah, 
Idaho and New Mexico, has joined the 
staff of the Tritch Hardware Co., of Den- 
ver, Colo. Mr. Reese will have general 
charge of all sporting goods purchases. 
He has served as buyer for several well 
known sporting goods houses since leav- 
ing the road, and is well and favorably 
known in the territory in which he has 
operated. 





Taubman Automotive Co. Opens 
New York City Office 


The Taubman Automotive Co., Inc., 
operating a chain of thirty-four retail 
stores in nineteen different cities, and deal- 
ing in automobile accessories, radio and 
supplies, hardware, house paints, and elec- 
trical appliances, announces the opening of 
its New York City office in the General 
Motors Building, Suite 408, at Fifty- 
seventh and Fifty-eighth Streets at Broad- 
way. 

The New York office, which will be in 
charge of Samuel Taubman, vice-president 
»f the corporation, has been established in 
order to create closer contact with man- 
ufacturers and jobbers and their represen- 
tatives, to facilitate shipments of merchan- 
dise and to confer with sources of supply 
on merchandising policies, etc. 

The executive and purchasing offices of 
the corporation still remain in the Taub- 
man Building, 305 West Baltimore Street, 
Baltimore, Md. The corporation, trading 
as Taubman’s, operates stores throughout 
the entire East, from Boston to Norfolk 
and as far west as Indianapolis, The ex- 
pansion program of the company for 1927 
calls for opening of several new stores in 
more cities within the next few months. 


Radio Manufacturers to Train 
Service Men 


The Radio Manufacturers’ Association 
has taken initial steps to provide ade- 
quately trained men for radio service work 
in an attempt to improve the radio ser- 
vicing problem, it announced Saturday. 
As a beginning in the plan to stimulate 
the training of service men the Radio 
Manufacturers’ Association is cooperating 
with the Essex County, N. J., Board of 
Education in the proposed establishment 
of a public vocational training school for 
radio service men at Newark, N. J. 

The Radio Manufacturers’ Association 
board of directors has been called to meet 
at Cleveland, Ohio, on Dec. 13 by Presi- 
dent C. C. Colby, of Canton, Mass. On 
the program is consideration of the plans 
for the fourth annual RMA national con- 
vention and the second annual trade show, 
to be held June 11-15, 1928, at the Stevens 
Hotel, Chicago. 





Douglas W. Binns Now Controls 
Phillips & Buttorff 


The Phillips & Buttorff Manufacturing 
Co., well known hardware jobbing and 
manufacturing firm of Nashville, Tenn., 
has passed into the control of Douglas W. 
Binns, vice-president and sales manager, 
who purchased the interests of B. E. Mc- 
Carty, president of the company. Mr. 
Binns will, of course, succeed Mr. McCarty 
as president. 

Newspaper reports place the anteunt of 
money involved in the transaction in ex- 
cess of half a million dollars. 

The Phillips & Buttorff Mfg. Co. was 
founded in 1857, its business of stoves and 
hardware specialties having steadily ex- 
panded ever since. 

It is said that no changes are contem- 
plated either in the management or poli- 
cies of the company. 
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Rochester, N. Y., Hardware Association, 


Closes 


Active Year—Elects for 1928 


The final meeting for 1927 of Rochester | through the purchasing officers of these 


Hardware Association was held at Pow- 
ers Hotel, Wednesday night, Dec. 7, fol- 
lowing dinner, at which a large member- 
ship was present. 

President Albert D. Martin, declining 
another term, which was urged upon him 
because of his standing and of his evident 
ability as a leader, presided. 

Following are the new officers for 1928: 
President, John Ferguson; vice-president, 
Edw. J. Sanger; secretary, J. P. Josh; 
treasurer, J. E. Hammond; directors, 
Martin VanDussen, Freeman L. Clark, A. 
D. Martin; financial secretary, Harvey 
Hunt. 

Work of the association for 1927 was 
reviewed at request of the president by 
Fred J. Dubelbeiss, who recalled, among 
other activities, the campaign against spe- 
cial purchases to employees of factories 


George E. Goodwin Representing 
Segal Lock in South 


George E. Goodwin, who makes his 
headquarters in Atlanta, Ga., and is well 
known to the hardware trade, will now 
represent the Segal Lock Co. exclusively, 
in the South, it has been announced. 


C. L. F. Wieber, Jr., Succeeds 
P. E. Schaaf as President 


C. L. F. Wieber, Jr., has been elected 
president of the Henkel-Clauss Co., Fre- 
mont, Ohio, manufacturer of cutlery. Mr. 
Wieber succeeds Paul E. Schaaf, who re- 
signed. Mr. Schaaf’s interest in the com- 
pany has been purchased by Mr. Wieber 
and his father, C. L. F. Wieber, Sr. Mr. 
Wieber, Jr., has been treasurer of the 
company for some time. 


George H. Smith Passes Away 


George H. Smith, former president of 
the California Retail Hardware and Im- 
plement Association, and brother of LeRoy 
Smith, the present secretary, passed away 
Nov. 22. He was one of the organizers 
of the California Association, was a mem- 
ber of the Executive Committee, and his 
term of office as president was in 1908- 
1909. 

He is the first president of the Asso- 
ciation to pass to the Great Beyond. 


Hardware Boosters to Hold 
Christmas Dinner Party 


The annual Christmas Dinner Party of 
The Hardware Boosters will take place 
on Saturday, Dec. 17, at the Hardware 
Club, 253 Broadway, New York City, at 
1.30 p. m. 

A good program has been arranged and 
there will be a gift from Santa Claus for 


every one, 




















plants, in which campaign the Rochester 
Chamber of Commerce assisted. Credit 
was given to James E. Shatzel, former 
president of the Hardware Association, for 
instituting this movement, which has been 
most successful. 

At each meeting during 1927 
speaker has been present, either a member 
of the retailers or an invited guest who 
had a real message of interest. 

Membership at present is 58, and it was 
reported that dues were paid 100 per cent 
—a condition on which W. S. Henry, re- 
tiring financial secretary, was highly com- 
plimented. 

The Rochester association will have a 
very important part in the State Conven- 
tion, which will be held in that city in Feb- 
ruary. Committees are already being ap- 
pointed to care for that work. 


some 


Bauer Mfg. Co. Issues Catalog 


The Bauer Mfg. Co., Wooster, Ohio, 
recently issued a catalog entitled “Bauer 


Ladders.” In this book are illustrated 
descriptions of the many types of ladders 
which this company manufacturers. 


Among the ladders that are mentioned are 
Safety Platform Ladder Outfit, Special 
Extension, Automatic Extension, Closed 
Top Fruit, Painters and Extension Tres- 
tle and Window Cleaners. 


The Everedy Co. Starts Work on 
New Three Story Addition 


The Everedy Co., Frederick, Md., man- 
ufacturer of the Everedy line of house- 
hold specialties, has started work on a new 
three-story addition to its Frederick plant 
which will nearly double its present floor 
space. The new addition, of concrete, 
brick and steel will be completely equipped 
with the most modern machinery. 


Reynolds Electric Co. Opens 
New York City Display Room 


Reynolds Electric Co., 2650 W. Congress 
Street, Chicago, Ill., has opened a display 
room and warehouse at 256 W. Thirty- 
first Street, New York City. George H. 
Erich and Leo A. Leissler will be at this 
office to serve the company’s customers in 
metropolitan New York City. 


Stanley Works Issues New 
Price Book 


The Stanley Works, New Britain, 
Conn., has issued a new price book No. 55, 
giving prices applying to their catalog No. 
14. These prices are absolutely net. Previ- 
ous lists were subject to discount. 


| KE. C. Atkins & Co. Issues 
| Holiday Number of Sawology 


| E. C. Atkins & Co., Indianapolis, Ind., 
recently published the “Holiday Number 
1927” of Sawology, that interesting booklet 
issued for members of the Atkins Silver 
Steel Saw Club and other hardware mer- 
chants. In this issue is shown the Christ- 
mas poster, designed for use in windows, 
etc. Another page is devoted to “What 
Dealers Say.” Two pages toward the 
back of the booklet tell of the 1927 window 
display contest which closes on Dec. 31. 
There are also several other interesting 
and instructive articles. 





Marlin Firearms Co. Appoints 
King Coast Representative 


D. W. King, formerly Western man- 
ager of Remington Arms Co., Inc., on the 
Pacific Coast, has been appointed Pacific 
Coast representative of the Marlin Fire- 
arms Co., New Haven, Conn. Mr. King 
has been in the West for 24 years and had 
been with Remington for over 16 years. 
He is widely known as a marksman and 
also as the inventor of the King Triple 
Bead front sight. 


Syracuse, N. Y., Merchants Visit 
and Meet at Fellow Member’s 
Store 


Fifty hardware merchants of Syracuse 
and other points in Onondaga County, 
New York State, members of an organi- 
zation known as Central New York Hard- 
ware Association, held their regular De- 
cember meeting at the store of B. F. Met- 
calf & Son, Inc., Chittenango, on Dec. 6. 

Mr. Metcalf was host to the entire 
party at dinner before the meeting. After 
the meal the party adjourned to the Met- 
calf store, where John W. Brown, Jr., 
presided. 

Visits of this kind have become quite 
popular with the hardware trade in and 
about Syracuse, and as stores are remod- 
eled or install new fixtures, their respective 
owners vie with one another in seeking 
the approval of their business neighbors. 

The Metcalf stores (five in all) have 
recently been improved with new display 
material. The Chittenango store, partic- 
ularly, is considered an achievement be- 
cause of new fronts and lighting fixtures. 
besides an engineering feat of lowering the 
floor of the store about two feet without 
disturbing business. Merchants present 
and several of their employees voted their 
appreciation of the invitation to Mr. Met- 
calf. 

It was decided at this meeting to hold a 
social event about Jan. 1, at which the 
ladies of the members’ families will be in- 
vited. Lemuel Davies is chairman of the 
committee on that party. 

Central New York hardware merchants 
have been cooperating in advertising this 
year, using a half page in the Syracuse 
papers every Thursday with good results. 
Some weeks special items are offered at 
unusual prices; at other times the adver- 
tisement carries no prices, but stresses the 
advantage to the readers of well equipped 
stores handling “quality hardware.” 



































(Washington Bureau of HARDWARE AGE) 

WasurincTon, Dec. 13—With the first 
session of the seventieth Congress as- 
sembled, the President’s messages on the 
“state of the union” and on the budget 
delivered, annual reports of the various 
departments made, Washington is now in 
full swing for its legislative program. 
That a busy session is ahead goes with- 
out saying. The annual message of the 
President with its many recommendations 
has undoubtedly received general com- 
mendation. Its length was unusual for 
Mr. Coolidge, yet it was “meaty.” It 
carried no superfluous matter, Recom- 
mendations for legislation embraced such 
high light as those concerning tax re- 
duction, flood control, farm relief, high- 
way construction, national defense, etc. 
The budget message shows plainly the 
insistence of the President on economy 
and it reflected in a clear manner the re- 
markable strides that have been made in 
reducing the enormous national debt and 
further proposed progress in that 
direction. From a point of the condition 
of the country it also showed in no un- 
mistakable terms that they are in splendid 
shape and that fundamentally business is 
altogether sound and has a bright future 
ahead. This was supported by annual re- 
ports of the different government de- 
partments, particularly the Treasury and 
the Department of Commerce. The 
President’s message as well as the annual 
‘ reports of government department heads 
took due notice of the slight let up there 
has been in business but at the same time 
showed that the commodity indexes are 
rising and that labor on the whole is well 
employed. Inventories are small and the 
hand-to-mouth buying continues with no 
prospects of a change in this post-war 


trend likely in the near future. While 
hand-to-mouth buying, like installment 
buying, has its drawbacks, its uncer- 


tainties, its light scheduling of opera- 
tions of production, the buying of goods 
in reasonably small quantities has its ad- 
vantages, among them that on the whole 
it means a good balance between pro- 
duction and consumption, thus eliminating 
chances of a marked slump with heavy 
stocks on hand to be accompanied by 
falling prices. Stability of prices is 
given better assurance and with the level 
now lower than many industries can af- 
ford as shown by the narrow margins of 
profit there is at least satisfaction felt 
that there is no probability of a sharp 
break downward. 
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Labor. 


By L. W. Moffett 


It is apparent that Congress does not 
entertain the anti-business feeling that 
has prevailed in past years. Probably 
the political demagogue will make his noisy 
speeches in Congress against socalled big 
business and rave about socalled needed 
legislation for curbing it but he will be 
the exception which goes to prove the rule 
of a better attitude in the legislative halls 
toward business. Even during the present 
great activity of politics, encouraged by 
the oncoming Presidential election, there is 
less knocking of business than was ob- 
served in bygone days and not so long ago. 
This same better feeling is observed in the 
executive branches of the government and 
is recognized bv business leaders who have 
frequently commented upon both _ its 
existence and its growth. The cutting of 
taxes so as to help business is generally 
accepted as necessary and will be brought 
about by the present Congress. There is 
of course a difference of opinion, some 
genuine and some political, as to the amount 
of the cut. But the idea of a cut is well 
fixed in the mind of Congress as well as 
in the mind of business. Those who have 
no or little responsibility for the cut will 
urge a bigger slash than the administration 
desires and now that Mr. Coolidge has 
plainly eliminated himself from being a 
candidate for reelection the drive to cut 
taxes to a greater extent than he recom- 
mended will likely be increased as a sort of 
political shaft for his successor and as 
a means of support of the opponent of 
the latter. 

The better attitude of government 
toward business is being plainly acknowl- 
edged by many business men. One of the 
most striking proofs of this was an ad- 
dress delivered here recently at the annual 
convention of the American Mining Con- 
gress by Attorney Gilbert H. Montague 
of New York on “Law Combinations 
in Industry.” Mr. Montague without 
qualification declared that more and larger 
consolidations in industries are in sight. 
This will be due to the desire of busi- 
ness to overcome falling prices and dimin- 
ishing profits, he said, and will be encour- 
aged by the clarification of the anti-trust 
laws by the Supreme Court and its sym- 
pathetic administrative interpretations by 
the Government. 

“Never in the history of the anti-trust 
laws has their interpretation by the Su- 
preme Court and their administration by 
the Government been so sympathetic as 
now to the present and future needs of 
American business,” said Mr. Montague. 


Washington News Letter 


The President’s Message to Congress—Congress and Business—October 
Shipments of Sheet Metal Ware—Important Figures from the Bureau of 


“Business men are only just beginning 
to realize what a variety of new and ef- 
fective methods for stabilizing business 
at home and for extending business abroad 
have become available in consequence of 
recent decisions and rulings by the Su- 
preme Court, the Department of Justice 
and the Federal Trade Commission.” 

Mr. Montague expanded the thought at 
some length. Then upon the heels of his 
address comes the annual report of Secre- 
tary of Labor Davis which strongly sup- 
ports the idea of bigger consolidations as 
a means of aiding industry. Modification 
of the anti-trust laws to support such 
plans is recommended. And while the idea 
of repeal of the anti-trust laws may as 
well be discarded because of its great 1m- 
probability, liberalization of the laws by 
Congress is entirely without the bounds of 
reason. In other words, Washington has 
swung into line with the business trend 
and, it may be added, with the trend of 
labor as well. 


October shipments of enameled sheet- 
metal ware, as reported to the Depart- 
ment of Commerce by 18 manufacturers, 
comprising approximately 80 per cent of 
the industry, were 322,827 dozens, valued 
at $1,302,635, compared with 310,823 doz- 
ens, valued at $1,285,854 in September. 
For the 10 months ended with October of 
the pfesent year the total was 3,323,281 
dozens, valued at $12,094,226. October 
| shipments of galvanized sheet-metal ware, 
as reported by 15 concerns, comprising a 
large proportion of the industry, were 
182,469 dozens, valued at $724,692, as com- 
pared with 172,382 dozens, valued at $695,- 
077 in September. For the 10 months 
ended with October of the present year 
the total was 1,462,762 dozens, valued at 


$1,487,633. 


In his annual report, Commissioner of 
Labor Statistics Ethelbert Stewart says 
that one of the uses that has been recently 
made of the family consumption figures of 
the Bureau of Labor Statistics has shown 
that the figures enable the manufacturers 
to determine very closely the volume of a 
given product which the American market 
would absorb; also that they give local 
merchants a definite idea as to the quan- 
| tity of any designated article of house- 
| hold or family use that can be sold in a 
given city in a year. 








ry 
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General Market News 








General Reports Indicate Record 
Christmas Trade 


NEw YORK, Dec. 14.—The recent backward conditions in the hard- 
ware trade have given place to much better business within the past 
week. Reports at time of going to press indicate a record breaking 


Christmas trade in most centers. 


In addition to this, the general outlook for the new year is very 
encouraging. The agricultural districts are in a prosperous con- 
tion and recent developments in industry have strengthened the 
position of the buying public somewhat. 

Jobbing houses in most sections of the country are busy supply- 
ing demands for snow goods and other winter equipment. 

Prices are for the greater part steady, and collections somewhat 


improved. 


Freight Loadings at 840,803 Cars | week, failures numbered 442. Comparing 


Latling Oh seven tedtidh bor te wick with the defaults of a year ago, there are 


ended on Nov. 26 totaled 840,803 cars, 
according to reports filed today by the 
railroads with the American Railway 
Association. 

Due to the observance of Thanksgiving 
Day, this was a decrease of 127,300 cars 
below the preceding week this year, reduc- 
tions being reported in the loading of all 
commodities. It was also a decrease of 
97,041 cars under the same week last year. 

Loadings of commodities for the week 
of Nov. 26 as compared with the corre- 
sponding week last year were reported as 
follows: Miscellaneous freight, 315,127 
cars, a decrease of 11,040 cars; coal, 152,- 
765 cars, a decrease of 75,112 cars; grain 
and grain products, 42,645 cars, an in- 
crease of 3734; live stock, 28,175 cars, a 
decrease of 1192 cars; loading of mer- 
chandise and less-than-carload-lot freight, 
226,072 cars, a decrease of 3030 cars; for- 
est products, 55,939 cars, a decrease of 
3267 cars; ore, 10,820 cars, 3674 below last 
year, and coke, 9260 cars, a decrease of 
3460 cars. 

All districts reported decreases in the 
total loading of all commodities compared 
with the corresponding period in 1926 ex- 
cent the Northwestern, which showed an 
increase. 


Commercial Failures in Week 
Less Than Year Ago 


There is a decrease this week in the 
number of failures in the United States 
from the total for a year ago, 450 de- 
faults, as reported to R. G. Dun & Co., 
comparing with 463 in the earlier period. 
Last week, owing to the Thanksgiving 
Day holiday, the returns were for five 
business days only, and showed 381 in- 
solvencies. Two weeks ago, for a full 





decreases this week in all geographical 
sections except the East, where a rather 
sharp increase appears. This is more than 
offset, however, by the reduction in the 
South, the West and on the Pacific Coast. 
Of the current week’s insolvencies, 284 
had liabilities of more than $5,000 in each 
instance, which is larger than the 261 simi- 
lar failures of this week of 1926. 

Numbering 45, Canadian defaults this 
week show a decline from last week’s total 
of 49, and also are below the 53 insol- 
vencies reported to R. G. Dun & Co. a 
year ago. 

Bradstreet’s reports 405 failures for the 
week in the United States, as compared 
with 293 for the previous week and 426, 
423, 399, 461 for the corresponding weeks 
1926 to 1923. The New England States 
had 51, Middle 118, Western 86, North- 
western 49, Southern 77, Far Western 24. 
Canada had 33 failures for the week, 
against 58 for the preceding week. In the 
United States about 70 per cent of the 
concerns failing had $5,000 capital or less, 
and 19.5 per cent had from $5,000 to 
$20,000 capital. 


Dollar’s Buying Power 68.6 
Cents, Says Fisher 





Prof. Irving Fisher of Yale University 
announced Dec. 4 that the previous week's | 
prices, based on Dun’s quotations, averaged 
145.7 per cent of the pre-war level. The 
November average was 145.8. The pur- 
chasing power of the dollar was 68.6 pre- 
war cents and the November average 68.6. | 

Crump’s index for the week was 135.2 
and the November ayerage 135.2. | 

The Italian index for the week ended | 
Nov. 26 was 484.8. 








Bank Debits Decline 15.1 
Per Cent in Week 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board by 
banks in leading cities for the week ended 
Nov. 30, 1927, aggregated $12,484,000,000 
or 15.1 per cent below the total of $14,- 
696,000,000 reported for the preceding 
week. The current week included but 
five business days, Nov. 24, Thanksgiv- 
ing Day, being observed as a_ holiday 
throughout the country. 

Debits for the week under review are 
$1,025,000,000 or 8.9 per cent above those 
for the week ended Dec. 1, 1926, which 
also contained but five business days. New 
York City reported an increase of $885,- 
000,000, San Francisco $75,000,000, Bos- 
ton $56,000,000 and Detroit $23,000,000, 
while Chicago and Philadelphia reported 
reductions of $47,000,000 and $25,000,000 
respectively. 

Aggregate debits for 141 centers for 
which figures have been published weekly 
since January, 1919, amounted to $11,800,- 
784,000, as compared with $13,903,699,000 
for the preceding week and $10,764,320,000 
for the week ended Dec. 1, 1926. 


General Yield of Crops Above 
Ten-Year Average 


Despite floods and local setbacks of last 
spring the mild fall weather has brought 
the general yield of crops up above the 
ten-year average, according to the Depart- 
ment of Agriculture’s summary of eco- 
nomic conditions made public today. Crop - 
production, however, is slightly below last 
year and production by capita is 5.7 per 
cent below the ten-year average. 





Made-in-America Toys Rule 
Christmas Market 


This Christmas will find American chil- 
dren plentifully supplied with toys. The 
Commerce Department estimates that toys 
with a retail value of $250,000,000 will be 
sold this year and that hardly one-twen- 
tieth of them would be the products of for- 
eign countries. American manufacturers 
have been steadily expanding their output 
of goods that formerly came from Ger- 
many, Japan and France. 

Christmas tree ornaments, coming 
chiefly from Germany, have had so far 


| this year a total value of $602,000. For 


the first nine months of 1927 the wholesale 
value of all toys imported into the United 
States was $3,427,316, as compared with 
$3,262,650 in the same period last year. 
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Chicago Christmas Buying Gains Momentum 


—Staple Items in Usual Pre-Holiday Lull 


(Chicago office of HARDWARE AGE) 


CHICAGO, Dec. 13.—As is to be expected, the entire attention of the 


hardware trade is focused at present on the coming holidays. 


While 


the weather, so far, has been unfavorable for the stimulation of Christ- 


mas buying, the demand for gift items has gathered momentum and | 


with a few days of colder weather should pass previous years’ records. 
The movement of staple merchandise is about normal, but here again 
lower temperatures would aid materially in developing a little more 


activity. 


Generally speaking, prices show little change, although some read- 
justments have taken place during the past week. Wire mills have 
announced a new schedule on extras for nails which became effective 


Dec. 1. 


The new schedule adds extras to several of the larger sizes 





which formerly took the base price and, at the same time, lessens the | 


extras on the smaller sizes. 


Chicago jobbers have advanced their prices 


on T and strap hinges to conform with the manufacturers’ advance 


that took place several weeks ago. 


ago. 


Sash cord has again dropped to | 
the price level that it occupied prior to the slight advance of two weeks | 


In the steel industry evidence of depleted inventories is causing many 
of the larger general manufacturers and consumers to place specifica- 


tions for delivery after the first of the year. 


Sheet mills are making an 


effort to advance sheet prices and the raise, it is expected, will be 


announced within a few days. 


Building activities are holding up later than is usual and there is 
still a good demand for materials of all kinds. 





AUTOMOBILE ACCESSORIES. 
—Sales are rather slow, due to the 
weather, which is unseasonable for 
winter accessories and for the encour- 
agement of the Christmas trade. 
We quote from 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 58c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 
Spot Light.—Appleton, 
$6.50 each. 
Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 


jobbers’ stocks, 


No. 3280, 


Jacks.—National Standard, No. 21, 
$1.30 each. 
Pumps. — Rose, 1% in. cylinder, 


$1.85 each, 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.30 each; regular 
cord, $6.10 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


AXES.—Sales are about normal, with 
the better quality axes in best demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bit base weight, 
axes, unhandled, at $14 per doz.; han- 
dled at $19.25 per dozen; double bit 
base weight axes, unhandled, at $19 
per doz.; handled at $24.50 per doz. 


BOLTS AND NUTS.—The demand 
about normal and prices are firm. 
We quote from jobbers’ stocks, 


f.o.b, Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 


per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 





10 per cent discount; lag screws, 60 


per cent discount. 


BUILDERS’ HARDWARE.—Sales are 
holding up fairly well and prices are 


unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 


old copper and dull brass finish, $2.07 
per doz. pair, case lots, less quanti- 
ties, 9c. per doz. pair higher: 4 x 4 
steel butts, old copper and dull brass 
finish, $2.90 per doz. pair, case lots, 
less quantities, 10c. per dozen pair 
higher; heavy steel bevel inside sets. 
$5.75 per doz. sets, case lots: steel 
bit-keyed front door sets, $1.45 per 
set; wrought brass, bit-keyed front 
door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 


CHAIN.—Coil and truck chains are 
moving exceptionally well and prices 
are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: ™% in. proof cow 
chains, $8.50 per 100 Ib. Tenso Bull 
Dog and Brown coil chains, 50-10 ver 
cent discount. No. 00-41% electric 
welded cow ties, $2.75 per doz. 

COPPER RIVETS AND BURRS.— 
Copper has advanced slightly and 
manufacturers are talking of higher 
prices on rivets in the near future. 

We jobbers’ stocks 


quote from 


f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 
ELECTRICAL MERCHANDISE.— 


There is active demand for all elec- 
trical appliances for the holiday trade. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Electrical merchan- 
dise, No. 14 rubber covered wire, $6.50 





per 1000 ft.; in 1000 ft. lots, 
$6; No. 18 lamp cords, $12.50 per 1000 
ft.; in 1000 ft. lots, $12; %-in. brush 
brass key sockets, 154%4c. each; two- 
way plugs, 45c. each, in lots of 10, 
40c. each; two-piece attachment 
plugs, 74%4c. each; dry cells, boxes of 


50, 3214c. each; less than case lots, 
36c. each. . 

Electrical Appliances.—Iron, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam, $5; lots of six, $4.72. Per- 
colator, Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 766, pack- 


ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 486, $3.58 
each; No. 486, packages of 5, $3.33. 

Battery Chargers.—Apco line, lots 
of less than 10, $9.90 each. 


FILES.—Prices are firm and sales are 


satisfactory. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 


per cent off list; Black Diamond files, 
50 per cent off list. 


GALVANIZED WARE.—The seasonal 
quiet for staples prevails, with inter- 


est intent on holiday goods. No price 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6; No. 2, 
$6.85: No. 3, $8; 10 qt. galvanized 
after made pails, $2.12; 12 qt., $2.33; 


1 gal. all galvanized oil 
$2 doz.; 2 gal., $4 per 
5.75 doz.; 5 gal., $7 doz.; 
$6.20 doz.: 
galvanized 


14 qt., 
cans, 
doz.:; 3 
1 bu. galvanized baskets, 
No. 26, bailed, % _ bu. 
measures, $4.50. 

GLASS AND PUTTY.—The demand 

keeps up, although the normal selling 

season is over. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 89-5 per cent discount; sin- 
gle strength B, all brackets, 90-7% 
per cent discount; double strength A, 
all brackets, 89 per cent discount: 
double strength B, all brackets, 90-5 
per cent discount; putty, pure grade, 
$4.25 per 100 1Ib.; commercial, $3.50 
per 100 Ib. 

GLASS SUBSTITUTES.—Glass  sub- 
stitutes are in’ season and sales are 
growing rapidly. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Cel-O-Glass, 100 x 3 
ft., full rolls, $36 each; Glass-Cloth, 
150 x 3 ft., full rolls, $12 each, 


GOLF GOODS.—The approaching holi- 
days are stimulating a good demand 
for matched clubs. 


$2.60; 
special, 
gal., 


We quote from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 


medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, $4.50 
each; Crawford-McGregor steel shaft 
iron clubs, $3.50 each; Grand Slam 
wood clubs, $4.75 each; Grand Slam 
iron clubs, $3.35 each; U. S. Royal 
Golf Balls, $6.50 dozen; St. Mungo 
Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND HATCH- 
ETS.—Sales are quiet except for nail 
hammers and tools in holiday packages. 
No recent price changes. 











44 


HARDWARE AGE for DECEMBER 15, 1927 





HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 dozen; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 


HATCHETS— 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No, 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, TOOL.—Sales are about 
normal and prices are unchanged. 
There is some scarcity of good hammer 
handles. 


We quote from jobbers’ stocks, 
fo.b. Chicago: 
Axe Handles.--No. 1 hickory, $4 


doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz, 

Hatchet and Hammer Handles.—- 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Jobbers’ prices have been 
advanced and sales are fairly good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4 in., 88c.: 5 in., $1.16; 6 


in., $1.40; 8 in., $2.25; 10 in., $3.62 per 
doz. pair; extra heavy T hinges, in 
bundles, 4 in., $1.21; 4 in., $1.49; 6 in., 
$1.70; 8 in., $2.55; 10 in., $4.10 per doz. 


HOCKEY STICKS.—Colder weather 
needed to really start sales, 


We quote from jobbers’ stocks, 
f.0.b, Chicago: Boys’ Hockey stick, 
$2 doz.; Youth’s Hockey stick, $4 doz.; 
College Hockey stick, $8.25 doz, ; Pro- 
fessional Hockey stick, $20 doz. ; prac- 
tice pucks, $2.25 doz.; official pucks, 


$3.50 doz, 


ICE SKATES.—Sales are fair but 
colder weather would stimulate real 
activity. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
men's and boys’, bright finish, Tic. 
pair. Half Key Clamps, Rocker, 
women’s and girls’, $1 pair; Key 
Clamp, hockey, men's and boys’, $1.20 
pair. Half Key Clamp, hockey 
women’s and girl's, $1.40 pair. Tu- 
bular skates, men’s or women’s, 
racer or hockey, $5.50 pair. 


LANTERNS.—Sales are very fair for 
this late in the season. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Long or short globe 
tubular lanterns, $13 per doz. net. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—The demand is steadily 
improving as the season advances. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 4 
qt., $8 each; No. 31, 6 qt., $8.65 each: 
No. 35, 8 qt., $9.50 each. 


NAILS.—New nail card, with revised 
extras over base, issued Dec. 1, shows 
changes both upward and downward. 
Heavy common nails are sharply ad- 
vanced. 


—- 
tm 


We quote from jobbers’ stocks, 
f.o.b. Chicago: lLec.l. quantities com- 
mon wire and cement coated nails, 
current lc.l. stock orders, $3.00 per 
keg base. 


| ‘ 
|PAINTS AND OILS.—The demand is 
seasonal and prices are without change. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, 89c. 
per gal.; 5 barrel lots, 86c. per gal. 

Linseed Oil, Boiled.—Barrel lots, 
92c. per gal.; 5 barrel lots, 89c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
68%4c. per gal.; steel drums, extra $6, 
returnable. 

Turpentine. — Drum 
gal. net. 

White Lead.—100 lb. lots, $13.25; 50 
Ib. lots, $6.75; 25 lb. lots, $3.40; 12% 
Ib. lots, $1.75. 

Shellac.—(4% lb. cuts), white, 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 te $6.75 per 100 Ib. 

ry Paste.—Barrel lots, 
Ib. 


PREPARED ROOFING.—A very sat- 
isfactory volume of orders is being 
placed at the present low prices. 


lots, 69c. per 


2.60 


Tloe. 


per 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.80 per 
square; best grade tale surfaced, 
$2.05 per square; medium tale sur- 
faced, $1.05 per square; light talc 
surfaced, 85c. per square; red rosin 


sheathing, $55 per ton. 


PYREX WARE.—There is a_ good 
active demand traceable to the popular 
tendency toward useful Christmas 








gifts, 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 

Bread Pans.—No, 212, $7.20 dozen; 
No, 214, $12 dozen. 

New Handled Casseroles. — Round, 
No. 622, $12 doz.; No, 623, $14 doz.; 
Oval, No, 682, $12 doz.; No, 633, $14 
doz.; Shallow Oval, No, 642, $12 doz.; 
No, 648, $14 doz, 

Pie Plates.—No. 208, $6 per dozen; 
No, 209, $7.20 per dozen. 

Tea Pots.—2 cup, 21 doz; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utillty Pans.—No, 231, $8 doz.; No. 
232, $14 doz. 

lced Tea Sets.—$4 per set. 


ROPE.—Prices are unchanged. Sales 
are quiet except on light sizes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila standard 
brand, 2344c. to 26c. per lb.; No, 2 
Manila, 22%c. per lb.; No. 1 sisal, 
14%4c. to 16c. per Ib.; No. 2. sisal, 


13%4c. to 15¢e. per Ib. 


SAWS.—The demand is satisfactory 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Circular cord wood, 
20 in., $2.20 to $3; 22 in., $2.64 to $4; 
24 in., $3 to $4.50; 26 in., $3.50 to $5; 
28 in., $4 to $6; 30 in., $4.75 to $6.50. 


SASH CORD.—A decline in prices is 
announced. Sales are fair. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.90 per doz. hanks; No. 8, $8.90 per 
doz. hanks. 

SASH PULLEYS.—Prices are un- 


changed and there is a satisfactory 
volume of business being placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.: 
Common Sense, 2 in., 55c. doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 


barrels, 45c. doz. 














SCREWS.—The demand is very large. 
Prices are still unjustifiably low. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 75-20-35 per cent; round head, 
brass, 7244-20-35 per cent; flat head, 
brass, 72%-20-385 per cent; round 
head, brass, 70-20-35 per cent. 


SKIS.—While there is a fairly good 
demand for the holiday trade, colder 
weather and snow are needed to really 
start sales. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 5 ft. Norway Pine skis, 
$1.05 per pair; 5 ft. mahogany finish 
Magnolia skis, $1.60 per pair; 5 ft. 
Northern White Ash, $1.85 per pair. 


SLEDGES AND WEDGES.—Sales are 
increasing as the season advances. No 
recent price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5 lb. and heavier, 
10c, per Ib.; common wood chopper’s 
wedges, 7c, per Ib, 


SOLDER AND BABBITT.—Sales are 
fair. No price changes reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $37.90 per 100 Ib.; medium, 45-55 
solder, $35.15 per 100 lb.; tinners, 40-60 
solder, $32.55 per 100 lb.; high speed 
babbitt metal, $20 per 100 lb.; stand- 
ard No. 4 babbitt metal, $13 per 100 
Ib. 


STEEL SHEETS.—Sales are satis- 
factory and prices show a firmer trend. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 28 gage galvanized 
sheets, $5.30 per 100 Ib,; 28 gage black 
sheets, $4.20 per 100 Ib, 


STOVE PIPE, FURNACE PIPE AND 
ELBOWS.—Prices are firm with a 
heavy seasonal demand. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 28 gage, 6 in. Blued 
Stovepipe, 18c, per ft.; 28 gage, 6 in. 
Corrugated Elbows, $1.45 per doz.; 
17 in. Galvanized Coal Hods, $4.85 
per doz.; 17 in, Competition Coal 
Hods, $4.35 per doz. 


TOYS.—The heavy demand for the 
holidays continues and jobbers’ stocks 
are broken, while factories are falling 
behind on shipments. 


TRAPS.—The demand is the heaviest 
in years. Factories are behind on 
orders and jobbers are having a hard 
time to keep their stocks assorted. 


We quote from jobbers’ stocks. 
f.o.b, Chicago: No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1%, $2.44 
per doz.; No. 2, $3.36 per doz. 


WRENCHES.—The recent reduction in 
pipe wrench prices is stimulating some 
demand. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per cent discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $8.80; No. 608 
Crankcase Drain Plug Socket, $3.20; 
No. 90 Square Socket Set, $3.70; No. 
1817 Giant “Snap-on” with extra 
heavy duty ratchet, $27.35. All Snap- 
on Wrenches less 33% per cent dis- 
count. 


























HARDWARE AGE for DECEMBER I5, 1927 


Christmas Trade Slow in Pittsburgh; 
Collections Not Up to Mark 


(Pittsburgh Office of HARDWARE AGE) 


PITTSBURGH, Dec. 13.—The Pittsburgh hardware trade continues to 
be puzzled as to why the prosperous condition of business recounted by 
industrial and banking leaders and the reports of exceptionally brisk 
buying of holiday goods in other distributing points have not yet been 


felt here. 


People in this part of the country do not seem to realize that 


the gift-giving period is less than two weeks away; either that, or they 
do not have as much money to spend as usual, because the movement of 
hardware is yet to develop anything approaching its customary vigor 


in this center. 


Unseasonal weather, totally unsuggestive of the time of 


the year also has been a factor in keeping down demand. At this junc- 
ture, it looks as though hardware jobbers would either be up against one 
of the most urgent demands they have ever had in the next two weeks 
or the 1927 Christmas demand will be written down as the poorest in 


years. 


This is the time when the savings banks disburse against the 


Christmas savings accounts and it is said they are going to be of ex- 


ceptional size. 


retailer, the report about business is the same—subnormal. 


But whether it is the department store or the hardware 


One of the 


local department stores recently had to stage a markdown sale of toys 


in an effort to stimulate sales. 


Jobbers say that collections, instead of 


getting better, actually are slower than they have been. 


AUTOMOBILE ACCESSORIES. — 
Weather conditions have not been fav- 
orable to the movement of seasonal 
items under this heading, Automobil- 
ists really do not have to worry about 
their radiators freezing and snow is 
needed to make them realize the neces- 
sity of tire chains, Jobbers quote: 


Alcohol.—In barrel lots, 49, to dic. 
per gal. , 
lvo.—In 55-gal. drums, $2.25 per 
gal.; 30-gal. drums, $2.30; 3-gal. cans, 
$2, 45. 


Prestone.—Eveready, $3.60 per gal. 
Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 49, 35 per 
cent off list; lots of 50 or more, 40 
per cent off list. 
aaa lanai 60c. each; good, 
"Hydrometers. — Standard 
65c. each. 
AUTOMOBILE TIRES AND TUBES. 
—The fact that spring dating, 2 per 
cent discount on May 10, and % of 1 
per cent per month discount for antici- 
pated payments, is in effect, jobbers 
still report a slow movement in tires 
and tubes. Jobbers quote: 
Casings.—High pressure, cord, 30 
x 8% in. clincher, $6.10 each; ss 
extra size, $8.30; 31 x 4 in., $ 


makes, 


in., $13; 31 x 5 in., $13.5 
in., 20 Rag rim, $15.15, oO in. 
$15.65; 30 x 5.77 in., $20.85; 30 x 6 
in. , $20. 40; 32 x 6 in., 20 in. rim, $21.10, 
21 in. rim, $21.80, 

Tubes.—High pressure, tan, 30 x 
3% in. clincher, $1.60 Hag 31 x 4 
in., $2.40; 32 x 4 in., $2.5 x 4 in., 
$2.60; 32 x 4% in., $2.90; "33 : 1% in., 
$3; 34 x 4% in., $3.10: 33 x 5 in., $3.75: 
gray tubes sell 15¢c. to 50c. less; bal- 
mg gray, 29 x 4.40 in., ; 30 

, $2.25; 31 x 5 in., $2.30; 30 x 5.25 
a 20 in. rim, $2.55: "21 in. rim, $2.65; 
30 x 5.77 in., 2 40: 33 x 6 in., $8.10; 
33 x 6 in., $3.3 5. 


BATHROOM SCALES.—This line is 
enjoying wide popularity, with the Uni- 
versal brand selling at $10.50 each. 





| BATTERIES.—Jobbers still have no 
complaint over the way dry cell bat- 
teries are selling, particularly for radio 
use, which seems a little remarkable in 
view of the efforts of manufacturers to 


popularize batteryless sets, Jobbers 
quote: 
Broken Unit 
Packages Packages 
Oe tae yp riacsko tir $1.05 $0,97 
hy (See | Ee 8,85 3.33 
OA a re 1,22 1.14 
MO Tee isc ioe a 1,22 1.14 
a Se 1,40 1.30 
| ee 2.62 2.44 
ERR Se ee 2.62 2.44 
SS aoe 3.40 3.17 
Pee TEIN FS ves vies alls s 42 39 
al Go re 40 361, 
No. 6 dry cells, ignition type unit 
package, 321, 4c. each. 
Flashlights.. —No. 935, 9Me. each; : 
No. 790, 18%¢.; No. 


No. 950, 9%4c. ; 
f ; No. 750, 1814c.; No. 761, 25¢. 
$2 ataot Shot.—No. 1461, $i. 67; No. 1661, 


BOLTS, NUTS AND RIVETS.—Manu- 
facturers are opening their books for 
first quarter of 1928 business at re- 
affirming present prices, discounts and 
extras. There is not much life to busi- 
ness either from the manufacturers’ or 
the jobbers’ angle. The latter quote: 


Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 


10 per cent off list; tire bolts, 50 and 
10 per cent off list. 

Nuts.—All styles, 60 to 621%4 per 
cent off list. 
Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and _ tinners’ 


rivets, 60 per cent off list. 
BUILDERS’ HARDWARE.—It would 
be surprising if this line was active at 
this time of the year and nobody is 
being surprised. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 
346. in. x 3% in., $19; 4 in. x 4 in., 


Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 a $2.95; 10 in., $4.80; 
extra heavy, » 6 in., $2.30 per doz.: 








8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9. 60 per 100 pair; 4 in., 
$11.60; light, le 3 in., $11 per 100 
pair; 4 in., $12. 

Hasps. ea without 
single dozen lots, 3 in., 65c. per doz.; 
4% in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 in., 
$1.6 


screws, 


Garage Sets.—Swinging hinges, 10 
in., $3.10 per set. 
CHRISTMAS TREE HOLDERS.— 
There is some demand for this item, 
but it is not up to that at this time 
last year. Jobbers quote: 


2 in., $8 per doz.; 3 in., $13.20 per 
doz.; No. 12, $6.50 per doz.; No. 14, 
$7.50 per doz.; No. 16, $9 per doz. 


ELECTRICAL APPLIANCES. — Ap- 
proach of Christmas has caused some 
increase in call for toasters, percola- 
tors and waffle irons, but there is room 
for more improvement. 

ELECTRIC LAMPS.—Regular bulbs 
as distinct from those used in holiday 
decorations, are moving with a good 
deal of snap. 

GAME TRAPS.—Jobbers siiil note no 
abatement in the demand for this line, 
which has had the best season of any 
in several years. Jobbers quote: 


Victor, w? t, $1.10. per doz.; No. 1, 
$1.38; No, $2.44; No $3.36 ; 
jump, No. t A By No, Y ‘si! 83: coil 
spring, No. 1, $1.28; Gibbs, 2-trigger, 
$5 per doz.: single grip No. 1, $1.88; 
No, 2, $3.35; No. 3, $5.50; No. 4, $6.70. 


GUNS, SHELLS AND RIFLES.—Fair 
demand still is noted for rifles, but the 
season is over for shotguns and loaded 


shells, Jobbers quote: 


Shells.—Repeater or Nitro Club 12 
gage, 3 in. x 1% in., $32.22 per 1000; 
chilled, $34.17 per 1000, with other 
loads in proportion. 

Guns.—Winchester shotgun, Model 
1912, $37.50 each; Savage, Model 1921, 
ag 50 each; Remington, Model 17, 


.-—Winchester, No. 56. sport- 
ing, $16.35 each; No. 57, target, $19.10; 
No. 1894, solid frame, $25.90; take 
down frame, $35.40; Savage, No. 1899- 
E, $30.90; No. $34.50; No. 
1899-G, $37.50. 


HEATERS.—Sale of both oil and gas 
heaters is hurt by unseasonably warm 
weather. Jobbers quote: 


Oil Heaters.—According to size and 
style, $3.75 to $6 each. 
Gas Heaters.—Radiant type, $9 to 


18-99-F, 


or iy each; reflector type, $2.25 to 
13 
HEATING ACCESSORIES.—Fair de- 


mand is reported, but also some evi- 
dence that the bulk of the season’s re- 


quirements have been supplied. Job- 
bers quote: 
Stove Board.—Square, wood lined, 
24 in., $12.60 per doz.; 28 in., $18 per 
doz.; 30 in., $20 per doz.; 36 in., $29 
per doz.; paper lined, 24 in., $7.50 per 
doz.; 28 in., $9.50 per doz.; 30 in., 
$10.80 per doz.: 35 in., $16.20 per doz. 


Stove Pipe and Elbows. —First_qual- 


ity nested stove pipe, 3 in., $2.75 per 
crate; 4 in., $2.90; 5 in., $3.11; 6 in.. 
$3.57; 8 in., $4.17; elbows, corrugated, 
3 in., $1.01 per doz.; 4 in., $1.13; 5 in., 
$1.30; 6 in., $1.42; 7 in., $1.95. 
Dampers’ and Flue Rings. —Damp- 
ers, 3 in., $1 per doz.; 4 in., $1.10; 5 
in., $1.20; 6 in., $1.35; 7 in., $2; flue 
rings, 3 in.. $1 per doz.; 4 in., $1.25; 




















ting into effect the change in the card 
of nail extras recently announced by 
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* Saas og. “hindste, ‘is $856 | viding, some stimulation to business, 
per doz.; 17 in., $4.75; 18 in., $5.25. but sales are not up to last year’s rate. 
Coal Chutes.—Black, 8 ft., $6 each; SKATES.—Sales of both roller and 


10 ft., $7.50; 12 ft., $9. 

Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 
round handled japanned, 60c. to $1.10; 


ice skates still are disappointingly 
small. Jobbers quote: 
Roller Skates.—Union Hardware Co. 


galvanized, $1.10. Never Break No. : . 

10, $4.25; No. 16, $4.60; No. 20, $4.80. | line, No. 2, 70c. per pair; No, 3, 75c.; 
Furnace Scoops.—No. 150-B, $7.50 No. 10, $1.05; No. 6, $1.55; Winslow 

per doz.; No. 80, $4.80; No. 81, $4.20. line, No. 38%, $1.50; No. 38, $1.60; 
Gas Connections.—Lead, 12 in., 24c. No. 38, rubber-tired, $2.50 per pair. 


_lce Skates.—Winslow line, No. 2110, 

65c. per pair; same, L. S., $1.12; No. 

2120, $1.20; same, L. S., $1.50; No. 

2140, $2.20; same, L. S., $2.50. 
SLEDS.—A few sleds are going out 
for the holiday, but real demands still 
wait on snow. 


SNOW SHOVELS. — Retailers are 
stocking to some extent, but it takes a 
real snow to bring about an active de- 
mand. Jobbers quote No. 34 steel 
shovels at $10.80 per doz. 


WEATHER STRIPPING.—There is 

still a measure of activity in this line, 

which jobbers quote: 

Meta-Felt, % in., $19.50 per 1000 

; % in., $26 per 1000 ft.; cushion, 
all felt, No, 18, $2.40 per 100 ft.: No. 
19, $2.85 per 100 ft.; No. 20, $3.25 per 
100 ft. 

Burfo, hard bronze, 3 and 4 ft. 
lengths, 5c. per ft. net. Numetal, 
5c. per ft. 

WINDOW VENTILATORS.—Sales of 
| steel window ventilators still are good 
| here. Jobbers quote: 

| No. 01, $4.40 per doz.; No. 02, $4.80; 
No. 1, $5.20; No. 2, $5.60; No. 3, $6.40. 


WIRE PRODUCTS.—Jobbers are put- 


each; 18 in., 28c.; 24 in., 33c.; 30 in., 
38c.; 36 in., 45c. Flexible steel tubing, 
3-ft. lengths, 12c.; 4 ft., 15¢.: 5 ft., 
18c.; 6 ft., 22c. Cloth inserted tubing, 
5e. per foot. 

Register and Radiator Shields.— 
Register shields, floor, $12 per doz.: 
wall, $6 per doz.; radiator, sheet steel 
adjustable, No. 1, $4 each; No. 2, 
4.50; No. 3, $5; No. 4, $5; No. 5, 
$5.50: No. 6, $6 list. subject to deal- 
ers’ discount of 33% per cent. 


PAINTING SUPPLIES.—Prices are 


unchanged. Business is seasonally dull. 
Prices to retailers: Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2; white lead, 13%c. 
per lb. in 100-!b. lots: 10 per cent less 
in lots of 500 Ib. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 65c. per gallon in barrel ft 
lots; raw linseed oil, 11.5c. per Ib. in ; 
barrel lots. 
POCKET CUTLERY.—This line is 
feeling some holiday stimulation and 


sales are fairly large. 

PYREX WARE.—This line still forms 
a popular holiday gift and sales are 
heavier than they are at other seasons 
of the year. 

SILVERWARE.—The holiday is pro- | 








manufacturers. The resale base price 
of nails, however, is a little lower, 
since the 10 per cent discount allowed 
on the extras gives the jobbers little 
more room to turn round. Business 
generally is quiet. 
We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire 


(per 100 Ib.) Annealed Galvanized 
.. $3 3.45 






Nos. 6 to 9 gage .00 4 
Pt TR sasata rane 3.05 .50 
PO. BS pac cace et eanen ee 3.10 3.55 
Ee Sec cecuste ba sbee 3.15 3.65 
MES ihsas Kreba eevee 3.25 3.80 
a, ae eae | 4.00 
Bs Oe gn Sosbs seacomnee 3.55 4.25 
DG, BE. ch cc avseneasnase 3.75 4.45 
Barbed wire (per 80-rod spool): 
B-MOMe Cathe 6ssiik ns 6cdsasiessss $2.90 
SOE OE, nb se avecewiesouwe.sees 3.10 
RE NN rs hina wahs cor asenss 3.35 
Sa GTI. 0n.n8 Kos pavancoondes .10 
2-point cattle (special).......... 2.20 
Field Woven Wire Fence (per 100 
rods) 
OL Rr Ae oe er ree $39.00 
SOUS: ccnc cobs thwacensa «eoen are 54.75 
ea ery re oe eee re 27.10 
Beer ert Perri 36.15 
SEGCEL Ghonsdeiwe b2es aba eS eaagas 35.00 
ne Ce se Pere Pee Pet et ere 48.25 
Poultry: 
PM Me onSN Seach es oeamesae eee s $35.60 
DEG: BOGE, a dicgp os berda ss sey neerenne 43.00 
Ms BE oop chasc esac est oraiear 48.50 


Stee] Fence Posts: 
Galvanized, Painted, 


Tubular Formed 
fee err er ee 
G ft. ........0.22--00C. each 38c. each 
T Whe. Gas iana se taced 65c. each 40c. each 


Seerkas aes eae SAS as our 45c. each 
per keg, $2.85. 





Annual Pre-Christmas Rush to Buy 
Goods Is On in New England Market 


(Boston office of HARDWARE AGE) 

\ \ 71TH Christmas only a few days ahead of us the New England 

hardware market is about as busy as can be imagined. For a 

week now there has been the annual pre-Christmas rush to buy 
goods by the retail trade. Buyers embrace retail dealers who bought 
earlier in the season and who have been cleaned out; buyers who always 
wait until the last minute to cover their requirements; and buyers who 
will not buy until they have sold goods carried over last season. Every- 
body wants goods immediately, and jobbing houses have been put to 
the test to fulfill requisitions. As is to be expected, the bulk of current 
retail needs concerns holiday goods, but snow came just at the right 
time to create an urgent and a somewhat belated demand for standard 
merchandise such as snow shovels, sidewalk cleaners, ash sifters, fur- 
nace scoops, etc. 

Every indication is that public buying for Christmas will be of war 
days’ proportions. More money was paid out this year in Christmas sav- 
ing clubs than ever before in the history of New England banking. 
Savings in banks also are at a new high record. People have money 
and are spending it. The retail hardware dealer, however, is meeting 
stiffer competition than ever before from the department, drug and 
chain stores, particularly from the viewpoint of price cutting. But, 
generally speaking, he is holding his own or doing even better. It 
looks as though the trade collectively will come up to Jan. 1 in a sound 
financial condition. It also looks as though 1928 will be a very much 
better business year than 1927, particularly as it has its bearing on the 
retail hardware dealer. Naturally sentiment in all hardware circles 
is optimistic. 





AUTOMOBILE ACCESSORIES.—AI- l it was not a patch on that of the past 
though previous buying of tire and | week. New England experienced just 
truck chains was of good proportions, | enough snow, slush and ice to make 


| 


automobile going difficult, and the re- 


| tail hardware trade has sold a large 
| tonnage of chains. 





We from Boston jobbers’ 
stocks: 
Chains.—Automobile and truck, one 
to nine pair, 30 per cent discount; 10 
to 49 pair, 35 per cent discount; 50 
pair, 40 per cent discount. 
ELECTRIC PADS.—All kinds and 
makes of electric pads have enjoyed 
a wide market during December. The 
pads make a very acceptable Christmas 
gift. 
We from Boston jobbers’ 
stocks: 


Pads.—Electric, Universal, 3-heat, 
No. 9940, $5.65 each net (in various 
colors); Torrid, 3-heat, $4.50; Ther- 
max, single-heat, No. 1994, $3.33; 
heat, No. 3194, $4. 

GRILLS.—Grills, judging from ship- 
ments made by local jobbers, are in 
larger popular favor than last year. 
The average retail dealer, however, is 
buying conservatively. 


quote 


quote 


We quote from Boston jobbers’ 
stocks: 

Grills —Thermax, No. 3984, $6 each 
net. 


|GUNS AND AMMUNITION.—The 


| deer season is on in various New Eng- 
| land States, and with most hunters 


successful, interest in guns is at a high 
pitch. Retail dealers report they have 
sold quite a number of shotguns and 
rifles to people who intend to make 
holiday gifts. 
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We quote from Boston jobbers’ doz. net; No. IC, $10.25; No. Z7, $3.57; 7.30 a pair net; 13 x 48 in., $7.30. 
stocks: No. 7C, $10.25. Ladies’, 11 x 42 in., $6.50. 

Drop Shot.—Boy Scout, in tubes, Skis.—Oxford, 5 ft., $2.40 a pair 
$4. og mg oe net; B homey larger, $2.55 SKATES.—Ice skates are _ selling net; 5% ft., $2.95; 6 ft., $3.65; 64% - 
er ba ull’s-eye shot, $3 per cas 4.15 ft., $4.85; 74% ft., 5.35; 8 ft., 
— ie ee better than heretofore. Shoe and skate i *pine,” 3 to cas tue tt, See 
at yer ie eee Excell, combinations, however, are not selling 5 “i $1.10; 5% $1. 40; 6 ft., $1.60 
12 an gage, 28 in., with ejector, P : “ 6% $1.90; 7 ft., $2.30 
in lots of less than 10, $7 each net; nearly as well as they did in 1926. T ubbe line, yellow pine, 4 ft., 65c. 
in lots of 8. aes. oe ii Saas Last year, it will be recalled, was an eer a 2G: oe $1.96; 6 ft., — 

ifles. — Hamilton, with bo . . 4 ft., $1.90. Edged grain pine, a 
action, No. 43, $2.60 ‘each’ net. unusually big year in such skates. | Te.; 5 ft., $1.30; 6 ft., $1.75; 6% ft. 
Te . s j ars’ $2. Ash, 4 ft., $1.10; 5 ft., $1.90; t 

ICE CREEPERS.—Ice creepers are wom from Boston jobbers | $2.65: 6% ft., $3.10; 7 ft., $3.50; 71 
selling more freely than at any pre- Ice Skates.—Union line, men’s No. os its $2.50 6 T. . Beige grain ash, 
vious time this year. It is quite ap- 524 4, $1.36 pr Pasa Noe 1424 fe. | ft. ¥4.95: 71% ft.’ $5.50: 8 tt 8. ois. 
. ° > ) > 4 

parent that retail stocks on Dec. 1 $3.12 No. 1624, 89c.: No. 162415, $1.24: fessional ne, 6 ‘ft, ee Me ah a ts 
o.. 9 y 6 ‘ i” 9 ) ; ‘ 

were down to the minimum. Jobbers 9 824, | $2.06. Hoc ke y and figure Poles.—Tubbe line, bamboo,  90c. 
have received quite a number of flatter- i we met eee Lodtee’ ae ee ee $4.50 2 
ing individual orders. i os Fre. DSS, yee ito. 54c. each net; 449 ft., wood washer, 

e ‘ 04 2, te » Ota 2 Jay 4 . 9 

We quote from Boston jobbers 592414, $3.50; No. 52414, $1.62; Chil- 30c. 
aoe hie Miieaiatak ne dren’s bob skates, 45c. | TREE HOLDERS.—As is usual at this 

ce ree rs.— 1 eé erw znt, NOs. P , ‘ | 
1, 2 and 3 $3 75 per doz. pair; New- Pa psy ti ~ ggg Saas time of the year, Christmas tree hold- 
ark, $3.65; Acme, $1.35; Union, $1.60; io, $1.10: INO. pa 1. 45 oP) ements ers are in demand. 

Eagle, $1.35; Neverslip, men’s, $2.44, ‘eee 5, i | 3 : , ; 
ladies, $2.44. 2 | We quote from Boston jobbers 
: SLEDS.—Numerous retail dealers who | _ stocks: 
SCALES.—Holiday sales of bathroom | ¢gjt they had sufficient stocks of sleds | Holders.- Christmas tree, Hall, $6 
> ‘ ’ € " sy > per doz. net; Ball, $1.75; Crown, 2 in., 
scales, according to most local jobbers, to carry them through the pre-Christ- $7.50; 3 in., $12.50 
are running ahead of those of 1926. | mas season, have found they were mis- | VENTILATORS.—While the demand 


a from Boston jobbers’ taken. The size of some of the orders | for holiday goods is on with a rush, 
Scales.—House, Universal, No. 412, recently taken by local jobbers have | there continues a good steady move- 
oad Nor soak, $105; No. 16051 re. been remarkably large. Buying is | ment of window ventilators out of job- 
Sathroom. — Universal, No. 9300. spread over quite a variety of makes. | bers’ stocks. Jobbers say the prob- 
$10.50 each net; Health-O-Meter, We quote from Boston jobbers’ abilities are 1927 will be the largest 
£ 
$10.50; in lots of four, $9.50. House- stocks: vear on record in ventilator 
‘ , y 95 9 290 > y 4 -or y ators. 
hold and baby, No. 425, $3.40 each net. Sleds. — Speedaway, No. 99, $10.80 A - ; ‘ — oP 
r r > Z. t; No. 100, 2: No. 150, e quote rom oston jobbers 
oe a eee Faye n i Pooggone Bid40s Now 200, $18; Nor 350, 420-40; stocks: ; 
rated the demand for a inds an No. 300, $25.20. Flexible Fliers, No. Ventilators. — Window, sliding 
. 1, $2.50 each net; No. 2, $3.17; No. 3, screen, Continental, No. V937, $4.60 
makes of snow shovels. Jobbing stocks, $4: No 4 $4.34: No 5. Bk ales per doz. net: No. V1537, $6.12. Dia- 
in some instances, are getting down $4.34 each net. Racer, Jr., $3.50. ge » *. $4.40 ner doz. net; 

° : Ms P s, No. 52, .40: No. 54, No. 02 0; No. 03, $5.60; No. 1, 
quite low, but up to date all retail fr ogg mal . = yor No. i cine Nes Cae 
orders have been filled as specified. $14.40; No. 6, $18. Baby sleighs, No. 4. $7.60; No. 5, $8.40. eee. 

7 0, $10.80 each net; sleigh boxes, $43.20 NO. o, eo CACN NET, NO. 4, 4 + 4NO. 
SIDEWALK CLEANERS.—In common per doz. Lightning snow scooter, $24 5A, $2.67. ; 


with that for snow shovels, there has 
been and is an urgent call for sidewalk 
cleaners. In quite a few instances re- 
tail dealers were caught without en- 
ough stock to supply immediate public 
requirements and therefore lost busi- 





per doz. net. 


SNOWSHOES AND SKIS.—Snowshoe 
and ski shipments by jobbers are quite 
satisfactory. During the early part of 
December the trade was inclined to 
look for a rather quiet season, but de- 





WAFFLE IRONS.—Another item that 
has gone big this holiday season is the 
waffle iron. Such irons make a very 
suitable Christmas gift, particularly 
as the custom of having waffles appears 
to be growing in New England. 


mens. , velopments the past week or ten days We quote from Boston jobbers’ 
We quote from Boston jobbers’ a ‘ stocks: 

stocks: p were decidedly favorable. Waffle Irons.—Torrid Jr., No. 301, 

Sidewalk Cleaners.—Swineford, 12 x We quote from Boston jobbers’ 6 in. grid, $5.95 each list. Discount 

18 in., No. 375, $10.80 per doz. net. stocks on lots of less than six, 30 per cent; 

Wallingford, No. SC x 7%, $8.50 per Snow Shoes.—Oxford, 12 x 46 in., on lots of six or more, 33 1-3 per cent. 





Holiday Trade 


in New York 


Highly Satisfactory—Collections Improved 


NEw YORK, Dec. 14.—New York jobbers report that holiday buy- 
ing has started in real earnest and that other hardware lines of 
of a staple nature are holding their own well for this time of the 


year. 


per half gallon can. List prices on 
these sizes are $5.00 and $2.50 respec- 
tively. 

AXES.—Demand is normal for this 
time of year, and greater activity is 


Both retail and wholesale houses report such items as sleds, snow 
goods and furnace equipment in heavy demand, and a visit to the 
shipping departments of the wholesalers substantiates this. 

Satisfaction is expressed on all sides in regard to the prospects 
for the total Christmas business this year and the outlook for brisk 


looked for as the winter season sets in. 
Local wholesale stocks are satisfactory 
and prices are uniform. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Axes, Jersey pattern, 34% to 4% Ib., 


e448 * $1.82%, each; 4 to 5 Ib., $1.88 each 

trade conditions in the new year. Box lots extra 5 per cent. 
; 1 ] New Engle att 5 >» * 
Prices on practically all lines are firm and stocks well assorted. $177 cach tte ton4%s Ib,” 91.82% each 


$1.82 
Box lots 


Dayton pattern, 3% to 4% Ib., 
each; 4 to 5 Ib., $1.88 each. 
of Dayton extra 5 per cent. 


Collections are reported to be materially improved over last year’s 
at this time. 





Rockaway pattern, 3 to 4_ Ib., 
ee Re pet aea $1.81144 each; 3% to n $198 $1. 87 
r . . each, and 4 to 4% Ib 92 each. 
ANTI-FREEZE SOLUTION.—Jobbers | item, quoting dealers on Eveready 30x ‘lots extra 5 per cent 
Prestone, $3.60 per gallon and $1.80 Boy’s axe, $1.14 each; box lots ex- 


report a satisfactory demand for this ! 








tra 5 per cent. Boy Scout axe, with 
sheath, $1.18% each; box lots extra 
5 per cent. Boy Scout axe, without 


sheath, $1 each; sheath only, 16% 
cents each. 
House axe, $1.11 each; box lots 5 


per ce nt extra. 
. B.—There are six axes to a box. 


BATTERIES.—Demand continues very 
active, due in part to radio use. Prices, 
which are uniform, remain unchanged. 
Stocks are ample. 


JOBBERS’ QUOTATIONS ol RE- 
TAILERS, F.0.B. NEW YOR 


Dry cells, No. 6, Eleven ‘type. 
32144c.; No. 7111, same type, 35%4c. 
each. 

Bb batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 


in units of 5, 


tical type), $2.62 each; 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 


Layerbilt, No. 486, $3.59 


$3.17 each. 
5, $3.33 each. 


each; units of 


BOILER LIQUID.—Demand normal. 
Stocks ample. Prices firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules Radiator Stop Leak, 8 oz. 
cans, 1, 2 and 3 dozen cans to a car- 
ton, $4.50 per dozen. 

Hercules boiler liquid, 
$2.25 each. 


BOLTS AND 
unchanged, demand is 
stocks adequate. 
JOBBERS’ QUOTATIONS A RE- 
TAILERS, F.0.B. NEW YOR 
Carriage bolts, 50 and 10 i list. 
Case lots, 60 per cent off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, 4% by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 50 
per cent off list; 1% to 1%, 30 off list. 
Coach screws, 50 and 10 off list. 
Case lots, 60 per cent off list. 
Step bolts, 50 per cent off list. 


CARPET SWEEPERS.—Holiday trade 
is causing greater activity in sweepers. 
Prices are firm and wholesale stocks 


quart cans, 


NUTS.—These remain 
steady and 


satisfactory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Carpet sweepers, Standard, $3 


$3.50 each; 
each; 
each; 
each; 
each, 
each. 


each; Universal japanned, 
Universal, nickel plated, $3.83 
Grand Rapids, japanned, $3.67 
Grand Rapids, nickel plated, $4 
Elite, $5 each; Princess, $4.17 
and American Queen, $4.50 
Sterling, $2.10 each. 


CLOCKS.—Business in this item also 


benefiting from holiday trade. Prices 
firm and stocks ample. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Alarm clocks, Big Ben, broken lots, 
$2.29; dozen lots, $2.21; 2 dozen lots, 
$2. 15; same luminous, broken lots, 


$3.16; dozen lots, $3.06, and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 
luminous take same respective prices. 
Ben Hur, broken lots, $1.76; dozen 
lots, $1.70, and 2 dozen lots, $1.65; 
same luminous, broken lots, $2.46; 
dozen lots, $2.38, and 2 dozen lots, 
$2.32. 

Black Bird, luminous dial, broken 
lots, $1.76; dozen lots, $1.70, and 2 
dozen lots, $1.65. Blue Bird, broken 
lots, $1.22; dozen lots, $1.19, and 2 
dozen lots, $1.15. Sleep Meter, 
broken lots, $1.40; dozen lots, $1.36; 
and 2 dozen lots, $1.32. Jack-O-Lan- 
tern, luminous dial, broken lots, $2.10; 


dozen lots, $2.04, and 2 dozen lots, 
$1.98. American, broken lots, $1.05; 
dozen lots, $1.02, and 2 dozen lots, 99 
cents. 

Auto clocks, Westclox, plain, broken 
lots, $1.76; dozen lots, $1.70, and 2 
dozen lots, $1.65; same, luminous, 


broken lots, $2.46: dozen lots, $2.38, 


and 2 dozen lots, $2.32. 


DRAIN 


PIPE CLEANER.—Enjoying 
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steady demand with uniform prices and | 


ample stocks. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Economy plumber, drain pipe 
cleaner, $2 per dozen 1-lb. cans. 
Same in 2-lb, cans, $3.90 per dozen. 
The 1-lb. size is packed one, two and 
three dozen to a carton. The 2-lb. 
size is packed in one and two dozen 
cartons. 


FOOD CHOPPERS.—Good demand for 
this item at this time. Prices steady 
and stocks adequate. 


ICE SKATES.—Good demand for gift 
purposes. Prices firm. Jobbers urging 
ordering in readiness for skating sea- 
son. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Union Hardware line: 1624, 84c. 
per pair; 0624, $1.12; 5624%, $1.44; 
524%, $1.27; 5241%4L, $1.55; Plain Bob, 
40c.; Nickel Bob, 52c.; 424%, $1.60; 
424%L, $1.93. 


No. 90 and 90L, $5.25; 
295 and 295L, $6.50; 
95 and 95L, $5.65. 


With shoes: 
290 and 290L, $6; 
212 and 213, $4; 


LANTERNS.—Demand increasing for 
winter use. Prices firm and_ stocks 
ample. 


SASH CORD—Demand is fair. 
steady. Stocks adequate. 
JOBBERS’ QUOTATIONS — RE.- 
TAILERS, F.O.B. NEW YOR 
Sash cord, Samson spot age 8, 70c. 
to 72c.; Aetna No. 8, 3lc., and Phoe- 
nix No. 8, 38c. to 39c. 
No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


SCREWS.—Prices remain unchanged. 
Demand fairly good and stocks suffi- 
cient for needs. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Screws, flat head, bright iron, 75- 
20-50-5; round heads, blued, 7214-20- 
50; round head iron, nickel plated, 
65-20-50; flat head, galvanized, 60-20- 
50; flat head, brass, 724%4-20-50; round 
head, brass, 70-20-50. These dis- 
counts apply to standard screw lists. 


SLEDS.—Demand is very heavy at this 


Prices 


time. Christmas rush orders are being 
received by local jobbers. Prices are 
steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Flexible Flyers, No. 1, $2.50; No. 2, 

3, $4; No. 4, $4.33; No. 5, 

Racer, $3.50 and Racer, 

These prices are each and are 


$4. 33. 
per 


equivalent to a discount of 33% 
cent off list prices. 

Fire-Fly sleds, No. 9, $1.14; No. 10, 
$1.87; No. 11, $1.71; No. 12, $1.94; 
Racer, $2. These prices are each and 
are equivalent to 40 and 5 per cent 
off list. 

Perfection baby guards for sleds, 
$1 each in case lots and extra 5 per 
cent. 


SNOW GOODS.—Jobbers report a de- 
mand for snow goods at this time, and 
urge placing orders immediately. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK 


Snow shovels, $4 per doz.; Ames 
line, $9 doz.; galvanized, $10 doz 
Pushers, 30-in., $2.75 each. 


SPARKLET SYPHONS.—Greater de- 
mand as holidays approach. Stocks 
adequate and prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Sparklet syphons, No. 41, $4.25 
each; in lots of six or more, $4 each. 
Sparklets, 9 7-12c. each packed in 
eartons of one dozen. Sparklet 


syrups, 50c. per pt. bottle. 
Extra parts, pin washer, 15c. each; 

















and 
1dc. 
and 


15c. each; tube 
washer, 5Uc. each; tube washer, 
each; head complete, $2 each, 
Sparkler holder, 50c. each. 


STOVE SUNDRIES. — Demand in- 
creasing. Prices unchanged and stocks 


piercing pin, 


| ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Stove pipe, No. 28 gage, black iron, 
i2 lengths in a bundle, 4 in., 13%c 
each; 4% in., 15c. each; 5 in., 16%4c.; 
5% in., 18c.; 6 in., 21c. each. 

Stove pipe elbows, black iron, No. 
28 gage, 12 in a bundle, 4 in., 13%4c.; 
4% in., 14c.; 5 in., lbe.; 5% in., 


164%4c.; 6 in., 18¢. each. 

Pipe dampers, ~—_ iron, wooden 
handle, 4 in., ga 4% in., 9c.; 5 in., 
9c.; 5M, in., 10c.; 6 in., 1014c.; 7 in., 
3c. each. 


Flue stops, tin rim, lacquered, ad- 

justable steel hoops, 8 3-16 in. diam- 
eter, 12 in a box, 6%4c. each. 
Stove pipe rings, tin, lacquered, 
in a package, 4 in., 3%c, each; 
i 38%c.; 5 in., 4%4c.; 5% in., 
; 7 in., 6c. each. 

Stove lifter and shaker, cast iron, 
length 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 6%c. each. Same with loop 
handle, 12 in a box, 74%c, each. Stove 
pokers, nickel plated, cold_ spiral 
handle, 12 in a box, No. 7, 7%c. 
each; No. 8, 16c. each. Neverbreak. 
19c, each. Furnace pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84c.; 5 ft., 
$1 and 6 ft., $1.16 each. 

Flue scrapers, black iron, 30 in. 
long, 12 in a bundle, 4c. each. 

Furnace scoops, Hollow back mal- 
leable D handle, $5.00; Rivetted back, 
wood D handle, $9.50. 

Fire shovels, one piece steel, ja- 
panned, 3 in a bundle, No. 54, 5%c.; 


No. 56, 5%c.; No. 57, 9c. each. Gal- 
vanized shovels, No. 256, 7%c.; No. 
25 97, lle. each. Extra heavy, one 


piece japanned scoops, 6 x 9 in., 
capped end, 161%4c, each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 in., $1. 40 each; 


32 x 42 in., $1. 73 each; ig x 18 in., 
58c.; 24 x 24 in., 71e.; 26 x 26 in., 
78c.; 28 x 28 in., 88c.; 30 x 30 in., 


$1.03; 32 a 32 in., $1.22; 35 x 35 in. 
$1.52 each 


TACKS.—Miscellaneous tacks are re- 
ported by jobbers to be advanced 5 per 
cent. 


TREE LIGHTS.—This item is having 
a very heavy demand as Christmas sea- 
son approaches. Prices are unchanged 
and stocks are sufficient. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Christmas tree light outfits, No. 
842, 8 light mazda extension loop out- 
fit, $1.34; No. 83, same with extension 
double wire, all twisted outfit, $1.48; 
No. 84, same with beads and parallel 
leads, $1.60; No. 80, same all silk, 


73. 

No. 108, 8 light fancy extension 
outfit, with German lamps, $1.73; 
No. 72, 7 lamp mazda multiple set, 
$2.74; No, 3020, 8 light mazda tree 
star, complete, $1.80; No. 60, 8 light 
mazda candle with flush extender, 
$1.80; No. 8332, 8 light mazda, flush 
extender for 32 volt farm plant, $1.60: 
No. 8000, 8 light mazda battery set, 4 
volt, $1.34: No. 8006, 8 light mazda 
battery set, 6 volt, $1.34. 

Christmas tree light outfit accesso- 
ries, No. 303, 3% in., 3 layer copper 
reflectors (8 to a box), $3; No. 78, 15 
volt, C6 mazda lamps, $8 for 200; No. 
93, 3% volt, C6 mazda lamps, $8 per 
200; No. 79, 120 volt mazda lamps, 
new base S11, $19 per 100; No. 903," 
miniature pigtail sockets, $4.20 per 
100: No. 910, miniature pin sockets, 
$5.50 per 100. 


WATCHES.—Demand increasing for 
gift purposes. Stocks are adequate 
and prices are expected to remain the 
same. 


WEATHERSTRIPS. — Better demand 
as season advances. Prices firm and 
stocks satisfactory. 
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Christmas Trade Going Well in Cleveland— 


New Ford Car Stimulates Business 


(Cleveland office of HARDWARE AGE) 


CLEVELAND, Dec. 13.—Holiday merchandise, including sleds, skates, 
electrical household utensils, glass baking ware and Christmas tree 


decorations are moving well. 


Staple merchandise is in fair demand. 


Continued mild weather has retarded the demand for some lines of sea- | 


sonal winter goods. 


for these the past year or two. 


shipment. 
moving slowly. 


The most interesting price development is the advance in nails and 
the new card of extras, both together bringing prices on most sizes up 
about 25 cents a keg. As dealers have contracted at the old prices they 
continued to take orders at these prices until the contracts were cleaned 
up and as a result dealers have been stocking up liberally. 

Prices are holding fairly steady and the only important change out- 
side of nails is a sharp reduction on radio power units. 

The general business situation in this territory shows a turn upward, 
which is at least partly due to the appearance of the new Ford cars 
and the release of orders by the Ford company to the steel mills and 
It is generally recognized that automobile sales, 
particularly of the medium and low priced cars, have been retarded for 
some time because prospective buyers were waiting to see the new 
While the Ford company will not get 
under heavy production for several weeks, it is believed that the stimu- 
lus to the industry given by the new Ford cars and other new models 
will result in a record breaking year in the automotive industry next 
year and that this will be reflected back to the hardware trade. 

Collections are fair, showing little change. 


parts manufacturers. 


Ford before placing orders. 


Skis are gaining favor in territories served by | 
Cleveland jobbers as is indicated by a marked increase in the demand 
Game traps are still in excellent de- 
mand. Jobbers are taking a moderate volume of business in steel goods, 
screen doors and windows and poultry netting and wire cloth for spring 
Radio batteries are in brisk demand but receiving sets are 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—There is about the normal 
demand for tires for this season of the 
year. After a little spurt sales of 
tire chain dropped off and are very 
light because weather conditions do not 
necessitate the use of chains. 

Cleveland jobbers quote Mansfield 
tires f.o.b. Cleveland, 30 x 3% Lib- 
erty Cord, $6.10; heavy duty oversize, 
$8.30; 32 x 4 Liberty, $11. 15; heavy 
duty, $13.80; balloon tires, 27 x 4.40, 
$8.70; 29 x 4.40, $9.15; 30 x 5, $13; 32 x 


7 
6, heavy duty, $21.10; 32 x 6.20, heavy 
tan tubes, +f x 3% 


844, 


balloon tire tubes, gray, $33 


$1.80; 29 x 4.40, $1.85; 30 x 5, 
32 x 6, $3.10; 32 x 6.20, $3.50. 

We quote from jobbers’ stocks. 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $3.75. Derf spark plugs, 96c. 
each for all sizes in lots of less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 41c. each 
for over 100; Champion regular, 53c. 
each for less than 100, all sizes; 50c. 
each for over 100. 

AXES.—A good seasonal demand has 
developed recently. Prices are un- 
changed. 

Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increases for dozen 
lots weighing 42 to 48 Ib. and similar 
advance for each 6 Ib. additional 
weight increase. 


ANTI-FREEZE MATERIA L.—De- 





natured alcohol and other compounds 
used as anti-freeze preparations for 
automobiles are moving slowly, as the 
mild weather recently has not stimu- 
lated sales. Prices on denatured al- 
cohol are rather irregular with about 
54 cents per gal. as the top of the 
market for 188 proof alcohol in 50 gal. 
drums. 

Cleveland jobbers quote denatured 
alcohol 188 proof at 52 to 54 cents 
per gal. in 50-gal. drums; Ever 
Ready Prestone at $3.60 per gal. 

BATTERIES.—The demand for radio 
batteries continues brisk. Prices are 
unchanged. 


Jobbers quote f.o.b. Cleveland: 
, and C radio batteries. 


Unit Broken 
Packages Lots 
TRE LOE ae psa. siroids wees $1.14 $1.22 
OS er ore 1.30 1.40 
1, RS ee eee 2.44 2.62 
DRE inkakswivcdva oe 3.17 3.40 
No. 486 Snes acalsce: & sik aCe 3.58 
Dry cell A_ batteries, No. 7111 
35%c. in standard packages; 40c. in 
broken lots; Columbia igniter dry cell 
batteries, 32%4c. in standard pack- 
ages; 36c. in broken lots. 


BOLTS AND NUTS.—Manufacturers 
have reaffirmed present prices for the 
first quarter. Jobbers’ sales have 
fallen off. 


Jobbers quote f.o.b, Cleveland: Ma- 
chine and carriage bolts, cut thread, 
hot pressed and cold punched nuts 
at 60 and 5 per cent off list. Bolts 
with rolled thread, 60, 10 and 5 per 





cent off list. Stove bolts, 
off list. 

Semi-finished nuts in bulk, 50 and 
> per cent off list; 15 per cent higher 
for packages. 

| BOILER LIQUID, ETC.—This 
tinues in fair demand. 

Jobbers quote f.o.b. Cleveland: 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a carton, 
$4. 50 per dozen 

Hercules boiler liquid, 
$2 each. 

BUILDERS’ HARDWARE.—Jobbers 
report a fair amount of business for 
early shipment, sales being larger than 
a few weeks ago. 

Cleveland jobbers quote in case lots 


80 per cent 


con- 


quart cans, 


lock sets, $4.75 per doz.; heavy strap 
hinges, 6 in., $1.45 per dos.; 8 in., 
$2.38 per doz. ; extra heavy T hinges, 
6 in., $1.73 per doz.; 8 in., $2.80 per 
dozen. 

Butts, case lots, 3 in., 15%c. per 
pair; 3% in., 16c. per pair; 4 in., 22c. 


per pair; for less than case lots, all 
sizes are 2c. per pair higher. 

_ Ornamental hinges, standard fin- 
ishes, $1.05 per doz.; nickel and sand 
blasted finished, $1.25 per doz. 


CORRUGATED ROOFING.—There is 
not much call for this at present. Prices 
are unchanged. 


Cleveland jobbers quote No. 28 
gage, 1% in., corrugated roofing at 
$4.01 per sq., f.o.b. Pittsburgh, for 
ten squares or over. 


CREPE PAPER.—This is one of the 
special lines that continues to move in 
good volume. 

Cleveland jobbers quote crepe paper 


at $1.20 per doz. folds except gold 
and silver, which are $2 per doz. 
folds. 
DRAIN PIPE CLEANERS.—Orders 
are fair. 
Jobbers quote _ f.o.b. Cleveland: 


Keonomy plumber drain pipe cleaner, 
$2 per doz. in 1 lb. cans: same in 2 
Ib. cans, $3.90 per doz. The 1 Ib. size 
is packed 1, 2 and 3 doz. to a carton. 
The 2 lb. size is packed in 1 and 2 
dozen cartons. 
GAME TRAPS.—tThese are still very 
active. Jobbers’ sales have been larger 
this season than for several years. 


quote f.o.b. Cleveland: 
No. 0, $1.10 each; -No. 1, 


Jobbers 
Victor line 


$1.88 each; No. 11%, $2.44 each: No. 
91, double grip, $2.44 each: United 
Jump, No. 1, $1.59 each; No. 1%, 
$2.81 each. 


GLASS BAKING WARE.—There is a 
heavy demand for Pyrex ware and for 
mountings. Jobbers’ stocks have be- 
come badly broken, particularly on 
mountings. 


Jobbers quote f.o.b. 
Casseroles.—Round or oval, 
$1: 1% qt., $1.17; 2 qt., $1.33; 
$1.17; casseroles with fancy 
35e. higher. 
Pie Plates.—8 in., 9 in., 
No. 214, 


Cleveland: 

: @t, 
square, 
covers, 
50c.; 60c.; 
10 it... 7c. 

{Bread Pans.—No. 212, 60c.; 


*ietitey Dishes.—No. 231, 
$1.17 


232, 
Teapots. 2 $1.67; 4 cups, $2; 
6 cups, $2.33. 
GLASS CLOTH AND CEL-O-GLASS. 


—Orders for these are now being taken 


67c.; No. 


cups, 











50 


for spring delivery at present prices, 
which are guaranteed against a de- 
cline through next year. 


Cleveland jobbers quote glass cloth 
24c. per yd. in 100 yd. rolls and 25c. 
per yd. in small rolls; Cel-O-Glass, 
12c. per sq. ft. 


ICE CREAM FREEZERS.—These are 
very dull at present. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 
White Mountain, 2 qt., $5.65 each; 


4 qt., $8.25 each; 6 qt., $10.45 each: 
S qt., $13.50 each; this price is subject 
to 50 per cent discount. 


Lightning, 2 qt., $5.50 each; 4 qt., 
$8 each; 6 qt., $10 each; 8 qt., $13 
each; subject to a 55 per cent dis- 


count. 
Blizzard, 2 qt., $5.50 each; 4 qt., $8 
each; 6 qt., $10 each; 8 qt., $13 each; 


subject to discounts of 55 and 7% 
per cent, 

Acme, 2 qt., in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 


LAWN HOSE.—This is inactive. Sales 
have been heavy for spring shipment 
and retailers are pretty well covered 
except those who defer purchases until 


spring. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Uncoupled hose, % 
in., 7%4c. per ft.; % in., 8%c. per ft.; 
% in., 94c. per ft. higher. Complete 
hose is 4c. per ft. higher. 


MACHINE SCREWS.—The demand is 
moderate. 


Cleveland jobbers quote steel ma- 
chine screws at 85 per cent off list 
and brass at 75 and 5 per cent off 
list. 


NAILS AND WIRE.—Wire nails have 
been advanced 25 cents or more a keg 
except on small sizes in the new prices 
that became effective Dec. 1 which in- 
clude an advance in the base price to 
$2.55 and the new card of extras. The 
old extra of 30 cents on 8d is increased 
to 50 cents and the former 10 cent 
extra on 16d is increased to 30 cents. 
On 20d and larger formerly carrying 
the base price there is a 25 cent extra. 
For nails under 8d and down to 4d 
there is no advance in the extra. The 
advance has brought out a _ large 
volume of business as jobbers are 
under contract and are selling nails at 
the old prices until their contracts with 
mills are cleaned up. 


Jobbers quote nails 
per keg for mill shipment 
follows from stocks: 


at $2.75 base 
and as 
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Nails.—Less than car lots, $2.90 per 
keg; No. 9 galvanized wire, $3.35 per 
100 lb.; No. 9 annealed wire, $2.90 
per 100 lb.; cement-coated nails, $2.90 
per 100 Ilb.; polished fence staples, 
$3.60 per 100 lb.; galvanized fence 
staples, $3.85 per 100 Ib. 

Barbed Wire.—Barbed wire stock 
shipment. Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 
80-rod spool. 


OIL AND GASOLINE STOVES.—Oil 
stoves are dull, but gasoline stoves 
have started to move for spring. 
Cleveland jobbers quote Air-O-Gas 
gasoline stoves No. 326, $24; No. 327, 
$28.50; No. 330, $34.50; No. 324, $39: 
No. 325, $45; No. 328, $72; No. 322 
range, $114. These prices are sub- 
ject to a 33 1-3 per cent discount. 
PAINTERS’ SUPPLIES.—Turpentine 
shows an upward tendency. Jobbers 
are taking a considerable business in 
painters’ supplies from paint contrac- 
tors for spring delivery but very little 


business is coming from retail mer- 


chants. 


Cleveland jobbers quote as follows: 

Mixed paints, regular shades, best 
grade, $2.90 to $3 per gal. in 1 gal. 
cans. Outside white, $3 to $3.15 per 
gal. in 1 gal cans. 


Turpentine in bbls., 69c. per gal.; 
less than bbl., 84c. per gal. 
Linseed Oil in bbls., 87c. per gal., 


less than bbl, $1.02 per gal. 

White lead in 100-lb. kegs, 
per lb.; in 50 and 25-lb. kegs, 
per lb.; in 12144-lb. kegs, 14%c. per 
lb. Quantity discounts 500 lb. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 


POULTRY NETTING AND WIRE 
CLOTH.—A moderate volume of busi- 
ness is being taken for spring ship- 
ment. 


Cleveland jobbers quote: 12-mesh 
black wire cloth, $1.75 per 100 sq. 
ft.; 12-mesh galvanized, $2.10 per 100 
sq. ft.; 14-mesh galvanized, $2.50 per 
100 sq. ft.; 16-mesh, $2.85 per 100 sq. 
ft.: bronze, 14-mesh, $5.35 per 100 ft. 
rolls; 50 ft. rolls 10c. additional. 
Poultry netting, galvanized after 
weaving, 50 and 10 to 50, 10 and 5 per 
cent off list; galvanized before weav- 
ing, 50, 10 and 10 to 50, 10, 10 and 5 
per cent off list. 


PREPARED ROOFING.—The demand 
is very good, as retailers are still tak- 
ing advantage of the price concessions 
that have been made recently. There 
is talk that the market will stiffen up 
shortly. ! 

RADIO EQUIPMENT.—The Phila- 
delphia Storage Battery Co. has made 


13%4c. 
l4ec. 








|a sharp cut of 30 per cent on socket 
power apparatus. This is expected to 
stimulate the demand, which has been 
rather slow recently. 


quote f.o.b. Cleveland: 
Phileo 6-180-volt, AB-686, socket 
power units, $33; AB-386, $39; AB- 
$82, $45; 6-150-volt, AB-663 and AB- 
356, $27; AB-623, $33; 4-volt, AB-463, 
$27; AB-423, $30; 6-volt A socket 
power units, A-603, $16.60; B socket 
power units, B-86, $21; B-603, $16.50; 
Phileo trickle charger, TC-60, $6. 


PLUMBERS’ BRASS GOODS.—A 
leading manufacturer has made a 5 
per cent price advance on nickel plated 
traps, pipe wastes and overflows. 


ROLLER SKATES.—Some current or- 
ders are being taken but jobbers have 
not yet commenced to push sales for 
| spring. 


Jobbers quote f.o.b. Cleveland: 
Union Hardware Co. line, Nos. 4 and 
5, $1.42 per pair; No. 6, $1.55 per pair; 
No. 3, children’s, 75c. per pair, 

ROPE.—There is some spot demand 
and considerable business is_ being 
taken for spring shipment. 

Cleveland jobbers quote best grade 
of manila rope at 23%c. per lb. for 
factory shipment and 24c. per Ib. for 
stock shipment; sisal rope, 16c. per 
Ib. for factory shipment and 16%c. 
for shipment from stock. 

SCREEN DOORS AND WINDOWS.— 
Quite a little business has been placed 
for spring shipment since the recent 
establishment of prices. 


SCREWS.—The demand is moderate. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Flat head bright 
wood screws, 85 and 20 per cent; flat 
head japanned, 67%, 20 and 40 per 
cent; round head blued, 72%, 20 and 
40 per cent; flat head brass, 72%, 20 
and 40 per cent; round head brass, 
70, 20 and 40 per cent. 


WEATHERSTRIPPING.—S ales are 
tapering off, as the seasonal buying is 
about over. 


Cleveland jobbers quote: No. 50 Air 
Seal, $2.25 per 100 ft.;: Home Com- 
fort, white, $5.50 per 100 ft.; maroon, 
$4.55 per 100 ft. 


WINDOW VENTILATORS.—T hese 


Jobbers 


| continue to be an active item. 


Jobbers quote No. 02, $4.80 per 
doz.; No. 2, $5.60 per doz.; No. 03, 
$5.60 per doz.; No. 3, $6.40 per doz.; 
No. 4, $7.60 per doz.; Hygiene metal, 
Nos. 18%, 22 and 25%, $1.50 each; 
No. 33%, $2 each; No. 36, $2.25 each. 








Illumination for Christmas Eve 


lor a number of years Dr. George H. Merkley, presi- 
dent of the Laymen’s Publicity League, Flushing, has 
urged both interior and exterior illumination as a part 
of the holiday spirit at Christmas time. 
urge, Flushing and vicinity has been conspicuous for the 
beautiful Christmas illumination in homes, on lawns, 
community trees and around the apartment houses. This 
vear he is urging that the idea be taken up all over the 
Following this thought, which is becoming 
national, the manufacturers of electric lamps have cre- 
ated many attractive features for the coming year. 

It is now possible to flood the entire front of a home 
with light, or by using reflectors to illuminate large banks 
The usual window wreath becomes an 


horough. 


of shrubbery. 


object of beauty when combined with the soft friendly 
glow of an electric candle. 


A reflector with a clear or 


lawn. 
life because of the 


Following his ! 
in the branches. 


chase an electric 


lighting. 


the past years. 


colored lamp in it connected to an outlet in the house can 
be used to illuminate small bushes or shrubbery on the 
Christmas greens in window boxes take on new 


many colored lights partially concealed 


Great stress has been laid in late years on the lighted 
candle in the window, on Christmas Eve. The objection 
has been raised, and rightly so, to this scheme of decora- 
tion because of danger from fire. 


You may now pur- 
candle which can be used in safety. 


There is no limit to the possibilities in festoons and tree 
Trellises blazing with lights, chimneys illu- 
minated with colored flood lights will add to the beauty 
and glory of Christmas Eve. It is to be hoped that with 
the cooperation of the lamp manufacturers Christmas of 
1927 will be an even greater illuminated Christmas than 
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The Remington Weekly Letter 





At the last of the year our jobbers all over 
the country will hold sales meetings. Sales- 
men should be impressed with the advisa- 
bility of “Showing Samples” and “Talking 
Points.” To help out we will be glad to sup- 
ply without cost, any quantity of the card 
shown below to be displayed in sales meet- 
ings and sample rooms. 








“SHOW SAMPLES 
TALK POINTS” 


© Remington, @ 






































This card is printed in two colors on heavy cardboard, 
9 inches x 14 inches. 


“Show Samples, Talk Points,” will be the Remington sales slogan for 1928. 


We have had a number of requests 
for reprints of these Weekly Letters, 
to be distributed to salesmen and 
* a 


others. We shall be glad to supply 
any of our er. rith copies. 
upon request. President 


REMINGTON ARMS COMPANY, Ince. 
25 Broadway, New York City Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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Christmas Trade in Full Swinge—T win 
Cities Report General Conditions Good 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Dec. 13.—Christmas shopping is in full swing and 
started earlier by at least two weeks than it did last year. The stores 
are heavily stocked with merchandise, and the crowds seem to be of 
the buying rather than the shopping kind. General conditions over the 
Northwest tributary to the Twin Cities continue to be very good, and 
merchants in all lines are looking for sales totals far in advance of 


those of last year. 


In this letter last week the statement was made that the crops in the 
Northwest would bring, it was estimated, a million dollars more than 
in 1926. The statement should have been made that the total would be 


at least a hundred million more. 


South Dakota alone lays claim to 


practically that much of an increase over last year, and other conserva- 
tive estimates have been made which would show that the hundred 


million is very modest. 
Collections are slowly improving. 


Much of the crop in some sections 


this year went to pay back indebtedness. 

Prices are steady, with little prospect of change until after the first 
of the year, when inventories are over, and jobber and retailer alike are 
settled down for another year of business. 





AUTOMOBILE TIRES.—Demand is 
fair for this time of year, with stocks 
ample for the call. Prices show no 
change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, $14.60; 
balloon size, 29 x 4.40, $9.65; 30 x 
5.25, $15.95; heavy duty, 32 x 6.20, 
$26.75; tan tubes, 30 x 3%, $1.70; 32 
x 4, $2.60; 34 x 4%, $3.25; balloon 
tire tubes, gray, 27 x 4.40, $1.90; 29 
x 4.40, $2.95; 30 x 5.25, $2.70; 32 x 
6, $3.20; 32 x 6.20, $3.70 each net. 


AXES.—Sales are steady, with good 
volume, Stocks are being kept well 
assorted, with prices holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
welght, $21.50; Plumb Dreadnaught, 
single bit, unhandled axes, $14.50; 
double bit, $19.50; handled single bit, 
$19.25; double bit, $24.25 per doz. net. 


BOILER LIQUID, TILE CLEANER 
AND RADIATOR STOP LEAK.—Call 
is very good, with stocks well filled. 


Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hercules tile and 
porcelain cleaner, $2 doz. less than 
gross lots and $1.90 doz. in gross 
lots; Hercules Radiator Stop Leak, 
8 oz. cans, 1, 2 and 3 dozen cans to 
the carton, $4.50 dozen; Hercules 
boiler compound quart cans, $2 each 


BOLTS.—There is a fair call for bolts, 
with no special demand. Stocks are 
being watched carefully for the coming 
inventory. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent; 
stove bolts, 75-10 per cent; and lag 
screws, 60 per cent from standard 
lists. 

BUILDERS’ HARDWARE.—Moderate 
weather conditions have allowed con- 
tracting work to continue with prac- 
tically no interruption. Call for finish- 


ing hardware has been steady, with 





good volume. Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 3% x 3% steel 
butts, old copper and dull brass fin- 
ish, 19c. pair, in less than case lots, 
18c. pair in case lots; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, 6c. pair in less than case lots, 
25c. pair in case lots; broad bevel 
steel inside sets, old copper or dull 
brass finish, one piece knobs, less 
than case lots, $7 doz. sets, case lots, 
$6.75 doz. sets; steel bit-keyed front 
door sets, $1.60 per set; wrought 
brass outside trim, bit-keyed front 
door sets, $1.85 per set; cylinder 
front door sets, $6.50 per set. 

Light plain strap hinges, 3 in., 56c. 
doz, pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 
doz. pair; light plain tee hinges, 3 in., 
62c. doz. pair; 4 in., 78c. doz. pair; 
heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair; 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 in., 
$1.28 doz, pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz, pair; 8 in., $2.83 doz. 


pair; 10 in., $4.53 doz, pain net. 


CHAIN.—Demand is fair, with stocks 
well assorted, Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Log chain, 4 x 14, 
13.85; % x 14, $10.90; % x 14, 
10.15; Proof coil chain, 4 in., $12; 
% in., $8.90; % in, $8.30, and % 
in., $9.85 cwt., net. 


COAL HODS.—Sales are steady with 
stocks well filled. Prices are firm as 
last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.35; 18 in., $3.85; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.90; galvanized open, 17 in., $4.65; 
18 in., $5.40; galvanized funnel, 17 in., 
$6: 18 in., $6.80 per doz. net. 


DAMPERS.—Demand is rather light, 
with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, 6 in., 
wood handle dampers, $1.40, and cast 
iron, coil handle, 6 in., $1.20 doz. 
net. 

DRAIN PIPE CLEANERS.—Sales are 
showing good totals in this line, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Economy Plumber, 





drain pipe cleaner, 1 lb. cans, $2 per 
doz.; 2 lb, cans, $3.90. The 1 Ib. size 
is packed 1, 2 and 3 dozen to the car- 
ton and the 2 lb. size is packed 1 
and 2 dozen to the carton. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Call for these items 
has decreased with the advance of the 
season. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28- 
ga., 5 in., S. B., slip joint, in crates, 
$5.50 per 100 ft.; conductor pipe, 28- 
ga., 3 in., in crates. not nested, $5.40 
per 100 ft.; 3 in., $1.73 doz. net. 


OIL HEATERS.—There is a steady 
market for heaters, and stocks are kept 
well balanced. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect Oil 
heaters, No. 12, $5.50; No. 15, $7; No. 
016, $8.25; No. 0190, $10.50; No. 151, 
$7.50; No. 0161, $8.75; No. 0191, $11: 
No. 505, Giant, $11.25; No. 605, $12.75 
each, with discount in quantities less 
than ten, 30 per cent; ten or more, 
30-5 per cent. 


PAINTS AND WHITE LEAD.—Items 
in this line are moving steadily, al- 
though volume shows a decrease with 
the coming of winter. Stocks are well 
assorted, though being held rather 
light for the end of the year. Prices 
have not changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.55 per gal., in 1-gallon 
cans; second grade house paint at $2 
per gal., in 1-gallon cans, and white 
lead in 100-lb. containers at $12.48 
ewt. 


PUMPS.—Water supplies are selling 
at a fair rate. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440 
plain spout windmill force pumps, 

6 in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 Underground discharge 
windmill force, adjustable stroke, 
$14.35; No, 415, $14.65; No. 103, hand 
lift, 6 in. stroke, $14.25; No. 182 hand 
lift, 6 in. stroke, 6 ft. set length, 

$5.25 each, net. 


PYREX OVENWARE.—Demand is in- 
creasing for this line, with stocks well 
filled for the holiday trade. Prices are 
firm as quoted, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No, 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, $1.67; 
No. 26 tea jots, $2.33, and No. 953 
perculator tops, 7c. each, net. 


REGISTERS.—There is a fair call for 
registers, with stocks well filled. Prices 


are steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent and wrought steel 
registers, 40 per cent from lists. 

REGISTER AND RADIATOR 
SHIELDS.—Sales are showing up well 
for shields, with heating plants in full 
operation. Prices are steady as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Floor register 
shields, $12 doz.; wall, $6 doz., and 
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perfect ventilation 
in every room 


Window openings equipped with AiR-Way Multi- The sash may be adjusted ac any point to admit 
fold Window Hardware assure the desired amount —_ any desired amount of fresh air without draughts, 





of ventilation in any season. When closed the windows are weather tight and 
When open the sash slide and fold to one or rattle proof, 

either side leaving a clear opening the full width Cost no more than the most ordinary equipment. 

and depth of the frame—there is no interference Write for full information and working details 

with screens or drapes. of this most modern window equipment, 


AiR-Way is furnished in complete units with hardware fitted to either 
steel or wood sash and assembled in frames ready to set in Openings. 
Hardware is also furnished for assembly on the job if desired. 


ichards Wilcox Mfg. (0. 





AURORA, ILLINOIS, U.S.A. 
New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleana 
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sheet steel adjustable radiator 
shields, $2.67 to $4.37 each, net. 


ROPE.—The rope market is fairly 
quiet, with stocks ample for the call. 
Prices are firm and steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 


rope at 25%c. lb., base, and best 
grade sisal rope at 17c. lb., base. 


SCREWS.—tThere is a fair call for 
screws, with stocks in good shape to 
meet the demand. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 80-15; flat head brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. 


SKATES.—Skates are selling faster 
as each day goes by. Out door rinks 
are beginning to open, but the larger 
lakes are still unfit for skating. De- 
mand steadily swings toward the tube 
skate. Prices are firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plain steel roller 
skates, 75c. pair; Speed King, boys, 
$1.35 pair; girls, $1.40 pair; ice 
skates, Nestor Johnson, North Star, 
aluminum finish, $7 pair; nickel 
finish, $8 pair; Union, No. 5%, 89c. 
pair; No. 07, $1.07 pair; No. 424%4L, 
$1. 93 pair; No, 52414, $1.27 pair; No. 
5624%,L, $1.55 pair: No. 1624, 84c. 
pair; No. 5624, $1.12 pair; No. 562%, 
$1.44 pair, net. 


SNOW SHOVELS.—Sales are increas- 
ing, with stocks filled for the demand. 
Prices are steady. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $17.40; steel blade, 
straight handle, $4.15; galvanized 
steel blade, 15% x 17, D handle, $10, 
and same, 16 x 21, $10.65 doz., net. 


SOLDER.—Sales are fair, with prices 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: —, half and 
half solder at 37c. Ib.; nd war- 
ranted half and half seiher, 38c. Ib., 
net, in 100-lb. lots. 


STEEL SHEETS.—Demand is normal 
for this time of year. Prices are still 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.). 


STEEL GAME TRAPS.—Call for 
traps is very good, with stocks well 
filled. Prices are firm and steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor game traps, 
No. 0, $1.10; No. 1, $1.38; No. 1%, 
$2.44; No. 2, $3.36; Oneida jump, 

No. 0, $1.54; No. 1, $1.83; No. 1%, 
$2.81 doz. net. 


TIN.—Call is steady, with stocks 
ample. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin, 
ICL, 20 x 28, $14.50 box, and roofing 
tin, IC, 20 x 28, 8-Ib. coating, $15.50 
box, net. 


WEATHER STRIP.—Call for weather 





strip is steadily increasing. Stocks 
are full, with prices firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: No. 70, felt weather 
strip, $2.10; No. 71, $2.10; No. 71%, 
$3; No. 74, $4.20; No. 8 flexible rub- 
ber, p- 50; No. 9, $1.80; No. 10, $2.40; 
$3; Flex-O- Mold, 500 ft. rolls, 
$2.: 55: Wirre, 500 ft, rolls, $4.40; Bos- 
ley’s, 500 ft. rolls, $3.94 per 100 ft., 
net. 


WINDOW VENTILATORS.—Demand 
is fair, with stocks well filled. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 02 steel frame 
window ventilators, $4.80; No. 2, 
$5.60; No. 3, $6.40; and No. 4, $7.60 
doz., net. 

WIRE.—Sales are showing the effect 
of the lateness of the season. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.) $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3. 10 ewt., and smooth 
galvanized wire, $3.55 for No. 9 net. 


WRENCHES.—Demand is fair, with 
stocks in fair assortment. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 
net 


Scotching the Mousetrap Myth 





“Producks we mannafackcher don’t need no 
advertisink,” said the man at the bottom. 
—The Paper Book 


NY business man who is worthy of the name, 

whether he be a small town retailer or the sales 
manager of a big corporation, will tell you that 
advertising is a constructive force, and that we all are 
the better for its existence. 

Yet there are die-hards who stick a finger in each ear 
when they hear the word. It sometimes is amusing to 
observe the strange arguments they advance in opposi- 
tion to the great force that lubricates the wheels of the 
business machine. 

One chap tells you he “advertised once and didn’t get 
any results.” He doesn’t realize that thousands of other 
merchants and manufacturers are spending hundreds of 
millions of dollars to keep their names in the public’s 
eye, and that his insignificant little advertising can’t 
possibly bring results until it has appeared often enough 
to impress itself on the reader’s crowded mind. 

Then comes the man who advertises “every once in 
a while” and trusts to luck that he’ll get his money back. 
He can’t appreciate the value of good, sound long-time 
advertising. He’s mighty particular about his salesmen, 
but he can’t grasp how written salesmanship can help 
the salesmen sell more goods. 

Perhaps he goes one step farther and says, “I save 
money by not advertising and give it back to my cus- 
tomers in lower prices.” The argument sounds logical 


but is 100 per cent wrong, because advertising, by low- 
ering the cost of selling and increasing the amount of 
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goods produced, makes the price to the consumer lower. 
The theory of this is sound, and practice proves it. 

Still another of this tribe is the man who prates 
against advertising simply because he’s found a way to 
get into the public’s eye without paying for the privilege. 
He’s the lad who presents Mr. Coolidge with a two-quart 
stove-pipe hat and gets his picture taken standing next 
to the President on the White House lawn. His theory 
is that you can sell more hats in that way than by buying 
space in the newspaper and telling what the hat is made 
of, why people ought to buy it and where it may be 
obtained. 

And lastly comes the man who mechanically repeats 
the old bromide that “if you build a better mousetrap 
than your neighbor, the world will make a beaten path 
to your door—so why waste money on advertising ?” 

Do you know who originated the story of the better 
mousetrap? Elbert Hubbard attributed it to Emerson. 
But a subsequent statement by the gentleman from 
East Aurora admitted that it wasn’t so. 

“Ralph Waldo Emerson,” he said, “never wrote that 
mousetrap crack-out-of-the-box. The mousetrap guff 
isn’t true. No one will make a path to your door now- 
adays, no matter how good your mousetraps are, unless 
you advertise them widely and extensively and arrange 
to have a free lunch at the mousetrap factory, with 
automobiles to meet all visitors at the railroad station. 

“The men who have made the best mousetraps the 
world has ever seen have usually languished in garrets 
or were forgotten in the sylvan dales—the tall uncut, 
showing not a footprint, surrounding them on every 
side.” 
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HAVEN - CLOCKS - BEAUTIFY - THE 














THE NEW HAVEN 


Sopr. 1927, N. H. C. CO, 


These “Distinctive Gift (locks 


displayed in your store 


will sell, sell, sell! 


Feature this New Haven NO. 3650 GIFT SELECTION eo) TO 65 
Each Clock retailing from .. . 

yo gift business will thrive if — feature these 18 good- 

looking, good timekeepers. Their beauty of design and 

ot senne prices — from $2 to $5 — make them good sellers. 

ractical, appreciated gifts for the Fall, Holiday and Christmas 

season, for birthdays, and graduations, and as bridge prizes. 


Display these nationally advertised True Time Tellers, with 
the three free merchandising placards—then watch them sell ! 





For a Quick Turnover and a Good Profit 


THE NO. 3650 GIFT CLOCK SELECTION 


Suggested Dealer’s Cost Price 
Consumer's Price 2% Cash Discount 


3—NIFTY, assorted colors ..........+. at $2.00—$6.00 «at $1.30—$3.90 
4—AIGRETTE, assorted colors........ at 2.50—10.00 at 1.65— 6.60 
3—IOTA, assorted colors............++ at 3.00— 9.00 at 2.00— 6.00 
1—SQUARE, Jr., with alarm.......... 3.25 2.20 
—SQUARE, Jr., with alarm, radium. 4.25 2.85 
1—GOTHIC, Jr., with alarm.......... 3.75 2.50 
1—GOTHIC, Jr., with alarm, radium. . 4.75 3.15 
1—IDOLE ALARM, Special.......... 5.00 3.00 
1—IBIS ALARM, Special.............. 5.00 3.00 
1—TELL-TALE (square) with alarm.... 2.00 1.40 
1—TELL-TALE, (square) with alarm, radium 3.00 2.05 





Total 18 Clocks............ $56.00 $36.65 


Three Merchandising Placards, No shaven, hetiet in shipping case with each se- 
lection. Each selection is packed sm one case {single shipping unit}, weight, 14 lbs. 




















18 QUICK sALES— Order from your Jobber today—18 QUICK PROFITS 


NEW HAVEN CONN. 
Makers of Good Clocks for more than five generations 


CcLOCEHK CO. 
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Hot off the Nail Ke 


Little yarns that others have laughed 

over culled from various sources. Asa _ 
contemporary puts it: 
have been copied, the rest will be.” 


“Some of them \ 
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Hotel Clerk—“Just in from Chicago, I 
see, Mr. Smith.” 

Mr. Smith—“No; that’s a moth hole in 
my lapel.” 


A little tulle, a yard of silk; 

A little skin as white as milk; 

A little strap—How dare she breathe? 
A little cough—“Good evening, Eve!” 





Two tourists from London, both wear- 
ing rather conspicuous clothes, were talk- 
ing in rather condescending tones to an old 
Highlander, who was digging his garden. 

They praised his flowers, and he grunt- 
ed; they praised his vegetables and he 
grunted again. 

Then one of them asked a question. 

“I suppose you sometimes go up to Lon- 
don to see the sights?” 

The old Scot looked up from his dig- 
ging and regarded the tourists quizzically. 

“Na, na,” he murmured. “We jist wait 
a bit an’ a’ the sights o’ London come 
tae the Hielan’s!” 


Lady Passenger—“Could I see the cap- 
tain?” 

First Mate—“He’s forward, Miss.” 

Lady Passenger—“I’m not afraid. 
been out with college boys.” 


I’ve 





“I played golf yesterday for the first 
time.” 

“How did you make out?” 

“Fine! Made a home run right at the 
start. I batted the ball into the tall grass 
in left field and ran around the entire 
course before they found it.” 





Clerk—“This is the finest cigarette 
lighter on the market, madam.” 

Young Thing—“It certainly looks cute. 
How many cigarettes does it light to the 


gallon?” 


SOME COW 


Want ad in the Wichita Falls Times— 
“For Sale—a full-blooded cow, giving 


milk, three tons of hay, a lot of chickens, 
and several stoves.”—Santa Fe Magazine. 





The Thoughts of a Tired Hard- 
ware Man 


The following poem was written by a 
hardware friend of ours in Wooster, Ohio. 
Mixed with its whimsical humor is just 
enough truth to make us think as we smile. 

As a matter of fact, the author is a good 
merchant, well satisfied with his life work, 
but he surely does depict in a very human 
way the feelings of a weary hardware man 
after a hard day at the store. 


When I am dead 
I hope there’ll be 

A period of forgetfulness 
And rest for me. 


Then when I wake 
*Mong clouds and stars—and misty 
comets tails, 
I’ll be forever free 
From locks and screws and _ nails. 


There no helpless one will say: 
“Please won't you bring a nail 
Just across the milky way 
And fix the comets tail.” 


If all the world should go askew 
Or Saturn twist her rings, 

No one will dare to radio 
“Please fix the pesky things.” 


Of locks and nuts I’ve had enough, 
Enough to make me weep. 

Lord, may I have forgetfulness 
And countless years of sleep. 


Madge—“Did the Girl’s Club expel Dolly 
because she was so wild?” 

Marjorie—“No; we made her chap- 
eron.” 


A FAST TURN-OVER 


The laziest woman in the world is the 
one who puts popcorn in her pancakes so 
they’ll turn over by themselves. 


The pedestrian is not only a nuisance, 
he’s an expense. If it weren’t for the 
pedestrians a city could get along with 
half the traffic cops it now has. 





Bob Hogan (at Fire Sale)—‘“Are you 
sure that this suit won’t shrink if it gets 
wet ?” 

Mrs. Salesman—‘“Mine friendt, effery 
fire company in dis city has squirted water 
on dot suit.” 





Her Dad—“What are you doing, young 
man?” 

sill Eagen—‘“Holding your daughter so 
she won’t play the piano and wake up the 
neighbors.” 





“Do you think your public understands 
your arguments?” 

“Not fully, I hope,” answered Senator 
Sorghum. “I may want to contradict ’em 
‘most any day.” 





“T tell you I won’t have this room,” pro- 
tested the old lady to the bell boy. “I 
ain’t going to pay my good money for a 
pig-sty with a measly little foldin’ bed in 
it. You think jest because I’m from the 
country...” 

Disgusted, the boy cut her short. “Get 
in, lady. Get in. This ain’t your room. 
This is the elevator.” 





Rah—‘What is the greatest water power 


known to man? 
Raw—“Woman’s Tears.” 





Pat was a bashful lover, and Biddy was 
coy, but not too coy. 

“Biddy,” Pat began timidly, “did ye iver 
think of marryin’?” 

“Sure, now th’ subject niver intered me 
thoughts,” demurely replied Biddy. 

“It’s sorry Oi am,” said Pat, turning 
away. 

“Wan minute, Pat!” called Biddy softly. 


,” 


“Ye’ve set me a thinkin’. 





“l’m going to marry a pretty girl and 





good cook.” 
“You can’t. That’s bigamy.” 
—Brambler. 
Lecturing Frenchman: “Is Meester 


Henri Ford een dees audience?” (Dead 
silence. ) 
Lecturer: “I thought I saw hees car 


outside.” 
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Tell Santa about this kit 


Eveready-Mazda Automobile Lamp Kit No. 

1742. Handsomely enameled in color, sub- 

stantially made of metal. Fits side pockets 

of car, can be thrown in tool-box without 

danger of breaking lamps. List price, empty, 

25c, Will quadruple your sales of Eveready- 
Mazda Lamps. 








WHEN you dress your Christmas window it will pay you to 
feature the Eveready-Mazda Automobile Lamp Kit, for it makes 
a fine little gift. Inexpensive. Neat. Attractive. And useful. 
Holds two Eveready-Mazda headlight Lamps, and two Eveready- 
Mazda side, rear or instrument Lamps. Price, empty, is only 25c, 
which makes it just the thing for a youngster to buy for dad. 
With a little display work, and a minimum of salesmanship, you 
ought to sell a lot of these kits as Christmas gifts. Order from 
your jobber. 


NATIONAL CARBON COMPANY, INC. 


New York San Francisco 


Atlanta Chicago Kansas City 
Unit of Union Carbide and Carbon Corporation 


EVEREADY 





MAZDA 
AUTOMOBILE LAMPS 
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A Woman Clerk in Your Hardware Store 


(Continued from page 32) 


Possibly women in business do take little matters too 
seriously. It has been said quite frequently by husbands 
and others that they take themselves too seriously. But 
more and more they are learning to be impersonal and 
objective as they go about their day’s work. Business 
women are handicapped in not having as universal and 
absorbing an interest as men have in baseball or foot- 
ball or golf, something they can discuss with equal 
abandon and self-forgetfulness. Did you ever realize 
how very appropriate is the word “dope” as applied to 
the latest sporting news? 

“They are always having headaches.” I wanted espe- 
cially to run this accusation down and put the following 
question to a number of managers: “Do the women 
want more time off than the men?” The answer was 
nearly always a ‘No’ sometimes made more emphatic 
by a shake of the head. Women are coming to realize 
that it is an investment as well as a duty to take care 
of themselves. Proper food, clothing, rest and relaxa- 
tion, the advantages of these are shouted at them from 
every newspaper and magazine, from huge billboards 
and electric signs all urging them to join Y. W. classes 
or to eat a superior breakfast food. Some married men 
who have to take the wife out for a good time several 
nights a week keep themselves far less fit for the day’s 
work. 

“It takes them too long to powder their noses.” This 
is a stock complaint about women, although it applies 
more to the flapper office girl type than to saleswomen. 
Any woman over-fussy about her personal appearance 
will not as a rule apply for a job selling hardware. 

“It takes them too long to learn the stock, and they 
don’t stay long enough in a position to justify the time 
and effort it takes to teach them.” As to the relative 
quickness of women and men in learning certain kinds 
of hardware stock, no deciding word can be said, and 
those who speak dogmatically about it are judging only 
from their individual experience. One merchant pointed 
to the side of his store containing the “small stuff” and 
said, “Put a man or boy in there who had never worked 
in a hardware store before and a woman at the same 
time, and she would beat them in learning the stock.” 
His competitor around the corner will say the exact 
opposite. “Would any man or boy” he will say irascibly, 
“hunt all over the place for the points in an automatic 
drill, as did a woman clerk who was trying to sell a 


**We Live 


FREQUENT remark, that, by those who believe 

in snatching every possible moment of pleasure, 
and go after gratification every day, giving their futures 
scant consideration, and saying “the future will take 
care of itself.” 


A false premise and a wrong conclusion. We do 


not live but once. A man who has lived sixty years has 
lived 21,915 times that is, he has awakened from that 
state which is so like death, and which we call “a night’s 
rest,” nearly 22,000 times, and started a new day’s life 
every time he has arisen from his bed. Memory recalls 
many of these days back through the years, but the 


Pied 


woman customer in the tool department I didn’t say 
anything, merely asked my husband later just where 
those points were anyway. 

Some managers express it this way: “They haven’t 
the technical or mechanical knowledge which inspires 
confidence on the part of the buyer.” This seems to be 
a real handicap for a woman in the hardware game. - 
Many men will not ‘experiment’ at all with women except 
in the houseware department where they feel her experi- 
ence in the use of such goods may balance her lack of 
mechanical or technical ability. 

The head of a large general hardware turned to me 
and said almost fircely, “If you were buying a washing 
machine, wouldn’t you have more confidence in a man’s 
demonstration of it than a woman’s?” I admitted that 
perhaps I would. “We went so far here,” he went on, 
“as to put in a girl as one of the clerks in our tool 
department. She was good, was mechanically inclined, 
could give a fine selling talk on almost any tool. But 
our customers kept saying, ‘Why don’t you have a man 
there instead?’ When she had an opportunity to get 
another position, it was a relief to both sides.” 

There is a certain type of manager who “points with 
pride” to the strictly masculine atmosphere of his store, 
and he is frank to say that he prefers to preserve these 
strictly masculine associations which he has built up. 
And between you and me, (this is rank heresy), I think 
he is quite crafty, for he thereby lures in the feminine 
patron! Many women remark about the fascination to 
them of a hardware store, and I fancy it is not due so 
much to the regularity and symmetry of its displays or 
its bright and shining nickel and steel as to these afore- 
said masculine associations. Even in houseware depart- 
ments masculine ignorance about utensils is readily for- 
given and overlooked by some women, and an inefficient 
or wobbly egg beater recommended by a man will be 
taken back with no hard feelings. 

On the other hand, such is the queerness of our sex 
(we women should really stick together better) that if 
some of pis have been given a bit of misinformation by a 
paint saleswoman so that we put a wrong undervest or 
overcoat on an old oak dresser we were camouflaging into 
early American, we feel quite spiteful toward her. 

It might be wise to draw the curtain just at this 
point on this picture of one of our charming idiosyn- 
crasies. 


But Once” 


majority of them are utterly gone. We cannot even 
recall what we thought about things while we were 
living them, so entirely have they been obliterated from 
memory. So we have lived many lives, each a day in 
which we were awake and conscious. 

Nor does a man’s future take care of itself. He alone 
can take care of it, providing for it by his work, his 
education, his reading, his behavior, his habits and his 
control of passions, desires, savings and all things which 
build a comfortable future. Both the present and the 
future are ours, to do with as we will. If we waste the 
present, our future becomes a desert.—Allith Bulletin. 
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"NATIONAL MANUFACTURING CO. 
STEMI ING ALLINOTS 
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OUR trade 

knows what 
to expect of 
Builders’ Hard- 
ware TODAY. 
Mechanical per- 
fection, sturdy 
construction and 
lasting finishes 
are the virtues of 
hardware of merit. 


Natienal 


Hardware em- 
bodies all of these 
qualities and is 
recognized for this 
standard of worth 
everywhere. 


If you are not al- 
ready a National 
dealer, join this 
progressive group 
today and be ina 


position to supply the popular demand for this complete 
line of tried and proven Builders’ Hardware. 


National Manufacturing Company 


STERLING, ILLINOIS 
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Chi 


NTIRELY new, distinctly different, de- 
E cidedly better! A radical departure in 
construction that makes the new Kokomo 
“Chieftain” Skate stronger, faster, handsomer, 
more comfortable and naturally easier to sell. 


The new ALL-STEEL BALLOON WHEEL 
(double-row 16 self-contained ball bearings) 
is the strongest skate wheel made—so strong 
that we guarantee to replace all four wheels 
for every single wheel that comes apart 
in actual use. Patented, PROTECTED 
SPRINGS (rust-proofed) replace the old age- 
hardening rubber cushions and assure a new 
“rocking chair” movement with the shortest 
turning radius ever achieved in any skate. 


: eftain x a 


Bay Swift § 


aw asan arrow” 


“a 


IN (B NAY 








They adjust themselves instantly for turns 
and the forward, outward skating stroke. 
“Chieftain’s” increased metal thicknesses; pat- 
ented massive channel truss construction; uni- 
versal model for boys and girls with the widest 
range of size adjustment of any skate made; 
make it the market’s greatest skate value. 
And the price is no more than the ordinary 
skate. 

These and many other advantages, supported 
by a national, co-operative advertising cam- 
paign, mean greater sales for the dealer who 
buys an early stock. 

To SEE the “Chieftain” is to BUY it! Drop 
us a line and get the whole works on this new 
development. 


KOKOMO STAMPED METAL CO., Kokomo, Indiana, U. S. A. 


Eastern Representative: D. G. BALDWIN COMPANY, 41 Murray St., New York City; 410-412 Commerce St., Philadelphia 
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Weather Repellent 


O PAL Wire Screen Cloth, after being perfectly 

woven with uniform mesh and straight lines, 
is heavily coated with a solid layer of pure electro- 
lytic zinc, the best known protection for steel 
against weather exposure. 


The fabric is then covered with a hard, trans- 
parent, flexible lacquer, the purpose of which is to 
prevent soiling or discoloring of the natural zinc 
metal color and to preserve the attractive White 
Satin Finish, characteristic of OPAL. 


Stock OPAL for sales, satisfaction and profits. 


See that the trade mark name OPAL is on the 
label and on the identity tag attached to end of 
each roll. 


NEW YORK WIRE CLOTH CO. 


Manufacturers of golden and antique bronze, bright copper. 
zinc-coated and black enameled screen cloth. 


342 MADISON AVE. NEW YORK Works -York.Pa. 
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“Throughout. 
the lifeof any structure 


GRIFFIN HINGES 
prove worthy of theim- 
portant part they play 


in daily service + «+ 





ERIE PENNSYLVANIA 


Boston, 124 Pearl St. 
San Francisco, 708 Market St. 














Trading Up Versus Trading Down 


(Continued from page 36) 


knowledge for the service of our customers. We can 
get the best trade and make a fair profit for ourselves 
by making a reputation as headquarters for dependable 
merchandise.” 

Being interested in the reaction brought about by this 
letter and parable, we wrote and obtained some of the 
replies from the jobbers. 

We quote the following extracts, which indicate the 
trend of thought as regards salesmanship and the selling 
of quality rather than price: 


“We are well aware that the average retail hardware 
dealer is not getting his full share of the money which 
every one is spending at the present time. Eighty per 
cent of the wage earner’s money is spent by his wife and 
20 per cent by the man himself. 

“The many hardware stores are not attractive and are 
not kept sufficiently clean for a woman to go into, so how 
can the owners expect to get their share of the money 


o” 


that is being spent today: 

“I am convinced that the life of the maker of first 
class goods, as well as the distributor and retailer, is de- 
pendent on giving the public more than the chain store 
or the wrap-it-up-and-carry-it individual is capable of 
doing.” 

“While the chain stores get a lot of articles, chains or 
no chains, you are never going to corner ‘brains’ as a 
few notables have discovered in every age.” 


“The trouble with many hardware dealers today is 
that they do not employ salesmen, and without salesmen 
behind the counter, how do they expect to sell merchan- 
dise and good merchandise as you say?” 





Accessories Possibilities Indicated 
by Study 


A suryey recently conducted by the Automotive Equip- 
ment Association has determined the percentage of cars 
coming from factories without certain accessories. The 
survey covered all models of all makes of passenger cars 
built in the United States during 1926 and disclosed the 
fact that more than 90 per cent of passenger cars manu- 
factured in this country consist chiefly of chassis, body 
and power plant when shipped from the factory or 
assembly plant. Accessories have to be supplied later. 

The figures resulting from the study follow: 92 
per cent have no front bumpers, 97 per cent have no rear 
bumpers, 94 per cent have no clocks, 99 2/3 per cent have 
no spotlights, 97 per cent have no cigar lighters, 95 per 
cent have no tire locks, 68 per cent have no stop signals, 
80 per cent have no motor meters, 87 per cent have no 
shock absorbers. 

The possibilities in the service field are enormous. 
Out of every dollar that the motorist spent in 1925, 56 
cents went for maintenance of the car he had already 
bought. It is estimated that within a very few years this 
amount will reach 80 cents out of every dollar spent. 

It is estimated that the retail value of automobiles 
sold in 1925 was $2,910,082,505, and that 75 per cent 
of this amount, or $2,182,561,878 represented time 
payments. 
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Syndicate Buying 
(Continued from page 29) 


of jobbers who are in a position to buy in the open mar- 
ket or by contract in sufficient quantity to insure a 
resale price that will meet all competition. However, 
we must cooperate with them fully 100 per cent. 

“As you know it takes pep through our entire selling 
force to bring in the bacon and what proves true during 
a special sale will prove true every day the store is 
open. 

“There is another matter we must take into considera- 
tion before locking the doors, and that is the service our 
customers have received and which they expect of us. 

“Service in charging; service in delivery; service in 
making good; service within ; service indefinite and con- 
tinously which they do not get from chain stores any- 
where. 

“In order to meet mail order and chain store com- 
petition we must, first, sell at equal prices, second, sell 
for cash only, make delivery only when purchases 
amount to $5.00 or over or not at all. Can we do this? 
The first part is easy, but how about the second part? 

“T wonder how it would feel to look into the cash 
‘egister at night and know that the money there repre- 
sents every transaction for that day and that the balance 
of our capital was represented in merchandise on the 
shelves. 

“Just how we old timers can go about it to meet chain 
store competition and at the same time meet our old 
friends formed through years of personal contact, is too 
deep for me. , 

“The pocket book may be the tenderest nerve in the 
human body, but I know there is a feeling of fellowship 
existing between some of my customers and myself that 
all the pocket books with their contents can not efface. 

“One thing you will notice is that it seems like the 
entire stock is on display asking you to buy and telling 
the price. Price tags, they say, are shipped to the man- 
agers of chain stores first, merchandise afterward. 

“Some of us would rather use several hundred dol- 
lars’ worth of window trim every year and feel proud 
and pleased when people compliment us on such a beau- 
tiful window and pass on. Merchandise and price tags 
get the business. Watch the chain store windows. 

“T do not believe syndicate buying is the answer, at 
least not yet as there are several other methods that 
can be tried out without the hazard of expense. 

“The solution is in the hands of our merchants and 
as soon as they adopt chain store methods buy for cash, 
discounting every invoice, sell for cash irrespective, hire 
cheaper help, display and tag everything in stock. With 
discounts, no bad accounts to charge off, no expense to 
collect accounts, lower priced help, no delivery, etc., you 
will find a very different overhead reacting favorably on 
the cost, so you will be surprised at the resale price and 
wonder if a mistake has not been made. 

“Just one more suggestion and that is to buy as large- 
ly as possible through the one source for each depart- 


ment..’ 
Yours truly, 


HAMP WILLIAMS. 













PAINTS 

LACQUER 
VARNISH 
BRONZES 
ENAMELS 


STAINS 
OILS 


For every spraying job 


Spraying is the easiest, quickest, most 
effective and economical way of apply- 
ing any liquid. And The Electric 
SPRAYIT is the simplest device for do- 
ing the work. 


It is a complete outfit for use in the 
home, the garden, the shop, the office, 
restaurants, hotels, apartment build- 
ings, factories, hospitals, institutions 
and garages. It will spray any liquid of 
proper consistency—lacquers, wall fin- 
ishes, paints, bronzes, disinfectants and 
exterminators. Works off a light socket ; 
anyone can use it. Just a simple, sturdy, 
business-like, light sprayer for a wide 
range of everyday uses—you carry it 
easily in one hand wherever you want 
to spray. 


Anyone can use 
it; saving in time 
and money. 
Guaranteed for 
one year at a 
price of $34.50. 


Write for attractive 
Dealer and Jobber 
proposition. 





THE ELECTRIC SPRAYIT COMPANY 
INCORPORATED 


217-227 Iron Street 


Detroit Michigan 

































Adjustable 
RADIATOR SHIELDS 


Feature the attractiveness as 
well as the protectiveness of 
“Gem” Radiator Shields. They 
radically improve a radiator’s 
appearance. Eight 
popular sizes, gold-bronze or alum- 
inum finish. Adjustable to radiator 
top widths, 6” to 13”; lengths, 11” 
to 65”. Retail at $4 to $7. 

1140 Broadway, New York, N. Y. 
Buy from Your Jobber 























Standard for Over 25 Years— 


Continental Screen 
products are the 
unquestioned 
standard of value 
—Quality is built 
right into them. 
Continental Cloth 
‘Window  Ventila- 
tors — Metal or 
Wood, have the 
same inherent 
value—they are the most satisfactory and best selling 
line on the market. 


Sold by all Leading Jobbers. 



































CONTINENTAL SCREEN CO., Detroit, Mich. 
AND 
WIRE 


WIRE se... 


“Buffalo” Quality Standard Hardware 
Grade and “Buffalo” Special Hardware 
Grade are backed by 58 years’ experience 
in wire manufacturing. They give the kind 
of service to your customers that means 
more sales to you. Write for Catalog 8-A-B. 


BUFFALO WIRE WORKS CO., Inc. 


(Formerly Scheeler’s Sons) Est. 1869 


518 Terrace Buffalo, N. Y. 


















= Packed in 
| Collapsible 
| Tubes 






Greatest Soldering Convenience 

Ever Invented. 

Every Electrical Connection 
>&)_ or Intricate Job Needs ~ 
=—/ SOLDERALL. 













/Results Guaranteed Equal to Wire or Bar Solder. 






“}" THE SOLDERALL CO.Newark.N.J._| yp 








“Gee! That Old Fireman 
Must Be Busy” 


(Continued from page 27) 


printed in such a form that it can be placed in the cata- 
logs of all their salesmen. It is going to be used on 
the stationery of this house throughout the year 1928. 
Of course you would expect that something very unusual 
and remarkable was adopted. What surprised me was 
the simplicity of the slogan. As a matter of fact, there 
is “hardly anything to it.” The slogan is: “SHOW 
SAMPLES; TALK POINTS.” Gee whiz! Only four 
words! Still, if every District Sales Manager and every 
salesman connected with this great manufacturing con- 
cern will follow out the slogan of those four words in 
1928, won’t everybody in the trade know more about 
their goods in the new year? Is there any doubt about 
it? Then, if they can persuade their jobbers to show 
samples and talk points, won’t this lead to some shaking 
up of dry bones? Then, if the jobbers’ salesmen, in 
turn, can persuade their retail customers on this line of 
goods just to show samples and talk points, won’t a few 
consumers learn something about this line that they 
never knew before, and won’t the smoke roll out of the 
smokestacks of this factory? Possibly one of the Black 
Crows will say, as he watches the smoke: “Gee, look at 
that smoke! That,old fireman, he certainly must be 
some busy!” 


Pianos un Eskimo Pies 


XCEPT by a small circle of writers, business isn’t 

given much credit for having a moral influence. 
Nor do we relish the windy sermons we sometimes hear 
on how mankind is being purified at the sacred shrine of 
business. 

Yet there is no denying that business makes its con- 
tribution to the much-vaunted brotherhood of man. 
Business draws men together, eliminates boundaries and 
levels national barriers. 

If it were not for business—crass commerce—the inter- 
national hatreds that boiled so merrily ten years ago 
would not have died down as they have. Old-time 
enemies are now clasping hands—over specifications, 
orders and bills of sale. 

What else could have brought about such a spirit if not 
the interdependence of nations, so far as commerce is 
concerned ? 

An executive of the National Chamber of Commerce, 
speaking on this subject, recounted some interesting 
stories about how business universally interlinks the 
interests of all men. He told how the invention of the 
Eskimo Pie saved America’s piano trade. 

Several years ago, when pianos were delivered to 
South American ports the purchasers had no money to 
pay for them. Business was poor down there. And 
the holding up of payments seriously embarrassed the 
piano industry in the United States. 

At about that time a man in Omaha invented a method 
whereby ice cream could be coated with hot chocolate— 
and the result was a toothsome confection known as the 
Eskimo Pie. The fame of this delicacy spread and the 
demand skyrocketed. This in turn brought a new demand 
for chocolate, and lots of it. 

Chocolate was imported from South America. Thus 
the balance of trade was restored and South American 
merchants began to pay for their pianos. The North 
American piano industry was saved. 

The same speaker gave another graphic indication of 
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how business links the world in a sort of informal league 
of nations. He told how the Southern cotton market was 
given a wallop when the Russians stopped drinking tea. 
By giving up the drink they hurt the tea market in 
India, and the merchants of India had no money with 
which to buy Russian wheat. 

“The Russians consequently could not buy textiles in 
England,” he said, “and the English textile mills were 
affected. They cut down their orders and the Ameri- 
can cotton grower suffered hard times.” 

Every once in a while we hear a dictator tell of plans 
for making his country the gr-r-reatest in the world. 
But any nation that has visions of making itself inde- 
pendent of the rest of this fair planet is, we submit, 
riding for a fall. 


A Window Given Over to One Item 


Frequently it is found that a window in which one item 
is displayed will bring unusually good results. Such a 
window is pictured here. It is neatly and attractively 


“ : 
ce OE a 
i HERE'S THE REAL THONG 








arranged and there is no multiplicity of details to dis- 
tract the prospective customer’s eye and mind from the 
main idea. 


Do Yourself Justice 


I’S a common practice with some of us who receive 
a pay envelope, to feel that we must do justice to our 
job out of fairness to the “boss.” 

Not a bad idea, and yet, isn’t it a better one to see 
to it that we do our jobs well out of fairness to ourselves? 

The “boss” has this advantage over us: should we 
fail to accomplish our tasks satisfactorily, he can dispense 
with our services. But when he has done so, we are 
forced to take ourselves with us. 

That is why the chap who doesn’t try to do just well 
enough to suit his employer, but insists upon doing the 
job satisfactorily to himself is the wise one—he is con- 
stantly fitting himself to be a better companion for him- 
self. He knows that his achievement and what it has 
taught him will follow him wherever he goes; that, 
having done justice to himself with one employer, he 
can do it again under other circumstances. 

You'll find yourself a mighty critical task-master and 
that, if you do justice to yourself, your employer will 
be more than satisfied, and eventually will say so in 
substantial ways.—Allith Bulletin. 


oultry Supplies; 

















Drinking Fountain 


Famous Star Fount 
Thick Insulated Walls 


for Mason Jars 


**MOE’S LINE”’ 


is a big, complete line of poultry supplies, 
and a satisfactory, profitable line to sell. 
Everything for the poultry man, fountains, 
feeders, hoppers, incubators, brooders, etc., 
all designed right, well made, and moderate 
in price. Make your store headquarters for 
this distinctive and popular line of Good 
Poultry Supplies 


Send for New Catalog—Now Ready 


OEFT & COMPANY 


INCORPORATED 


2305 Davis St. North Chicago, II. 


























ALL 


Cleans :¢°: Furnaces 


Heating Stoves, Cook Stoves, Boilers, Pipes, 
Stove Pipes and Chimneys—Clean as New 


NO WORK - NO DIRT - NO ODOR 
SIMPLY PLACE ON BED OF HOT COALS AND OPEN DRAFTS 


All the soot is quickly turned into a light, 
white, powdery ash that passes up the chimney. 


PACKED 36 PACKAGES IN A CASE 


Order thru your jobber or write us for prices. 


THE BOYER CHEMICAL LABORATORY CO., INC. 


2706 WABASH AVENUE CHICAGO, ILLINOIS 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 15, 16, 
17, 1928. LeRoy Smith, secretary, 112 Market Street, 
San Francisco. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 

CONNECTICUT HARDWARE ASSOCIATION CONVENTION 
Feb. 16, 17, 1928. Place to be decided later. Henry S. 
Hitchcock, secretary, Woodbury. 

IpaHo RetatL HARDWARE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

ItLt1no1is Retail HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Hotel Sherman, Chicago, Feb. 
14, 15, 16, 1928. Leon D. Nish, secretary, 14-16 N. 
Spring Street, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisitTion, Jan. 31, Feb. 1, 2, 3, 1928. 
Convention headquarters, Claypool Hotel. Exhibit will 
be held at the Cadle Tabernacle. G. F. Sheely, secre- 
tary, 911 Meyer-Kiser Bank Building, Indianapolis. 

Iowa Retait HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Des Moines, Feb. 14, 15, 16, 17, 
1928. A. R. Sale, secretary-treasurer, Mason City. 

Kentucky Harpware & IMPLEMENT ASSOCIATION 
CONVENTION AND ExutsiTion, Seelbach Hotel, Louis- 
ville, Jan. 17, 18, 19, 20, 1928. J. M. Stone, secretary- 
treasurer, 202 Republic Building, Louisville. 

LouIstaNA Retain HARDWARE IMPLEMENT Asso- 
CIATION CONVENTION AND EXHIBITION, New Iberia, 
June 4, 5, 6, 1928. S. H. Sale, secretary, Shreveport. 

MiIcHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND Exursition, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 

Misstsstppr RETAIL HARDWARE AND IMPLEMENT 
AssociATION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 

Missour! Retait HARDWARE ASSOCIATION CONVEN- 
TION AND ExursiTion, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

MoNnTANA IMPLEMENT AND HARDWARE ASSOCIATION 
CoNVENTION, Butte, Feb. 6, 7, 8, 1928. A.C. Talmage, 
secretary-treasurer, Boseman. 

MounTAIN STATES HARDWARE AND IMPLEMENT 
AssociATION CONVENTION, Denver, Colo., Jan. 17, 18, 
19, 1928. Cosmopolitan Hotel. W. W. McAllister, sec- 
retary-treasurer, P. O. Box 513, Boulder, Colo. 

NATIONAL RetatL HARDWARE ASSOCIATION CON- 


GREss, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 
NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Omaha, Jan. 31, Feb. 1, 2, 3, 1928. Headquarters 
to be announced later. George H. Dietz, secretary, 414- 
419 Little Building, Lincoln. 
New ENGLAND 


HARDWARE DEALERS ASSOCIATION 


CONVENTION AND Exuisition, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 

New York STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Rochester, Feb. 7, 8, 9, 10, 1928. Head- 
quarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary, 
City Bank Building, Syracuse. 

NortH Dakota Retatt HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Minot, Feb. 14, 15, 16, 
1928. Exhibition at the Parker Auditorium. C. N. 
3arnes, secretary, Grand Forks. 

Ou1o HarpWARE ASSOCIATION CONVENTION AND 
ExuIBiTIONn, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 
Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bldg., 
Oklahoma City. 

OrEGON Retait HARDWARE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Portland, Jan. 31, Feb. 1, 2, 
1928. E. E. Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 

Pactric NorTHWEST HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26, 
27, 1928. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Wesley Building, Philadel- 
phia, Pa. 

SoutH Daxora RetaiL HARDWARE ASSOCIATION 
CONVENTION AND ExnuisiTion, Coliseum Building, 
Sioux Falls, Feb. 27, 28, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th Street, Minneapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CoNVENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bldg., Los 
Angeles. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary. College Station. 

VIRGINIA RetTaiL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Jefferson Hotel, Richmond, Feb. 
21, 22, 23, 1928. Thos. B. Howell, secretary, 602 Broad 
Street, Richmond. 

WEstT VIRGINIA HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
Carson, secretary, 411 Mutual Home Building, Dayton, 
Ohio. 

WESTERN RETAIL HARDWARE & IMPLEMENT AsSO- 
CIATION CONVENTION, Hotel President, Kansas City, 
Mo., Jan. 17, 18, 19, 1928. H. J. Hodge, secretary, 
Abilene, Kan. Western Hardware Show in connection. 
All hardware exhibits concentrated in Convention Hall 
under management of L. W. Shouse, Kansas City, Mo. 

WIsconsIN RETAIL HARDWARE ASSOCIATION CoN- 
VENTION AND ExHIBITION, Auditorium, Milwaukee, Feb. 
7, 8, 9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 
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FOR SALE THROUGH ANY GOOD WHOLE- 


SALE HOUSE 


Wm. Rose & Bros. 
Sharon Hill, Pa. 


Selling Agents 


Wiebusch & Hilger, Ltd. 


New York 


W. ROSE 


Pointing Trowel No. 75 


Especially useful for laying tile, it should be 
displayed in every tool store. The blade is fine steel. 


Shank and handle are right. 














For Sure Repeat Sales 





The moral obligation to produce 
Good Tacks is, in our opinion, 
just as great as if the merchan- 
dise were hammers or nail 
pullers. 


Selling poor tacks will lose cus- 
tomers just as quickly as selling 


poor tools. 


And selling Baur Tacks will hold cus- 
tomers. Send for Samples and learn 
why. 


BAUR TACK CO. 


1419 Standard Ave. 
INDIANAPOLIS, IND. 


Our complete line also includes Wire Tacks, Staples of e 
Gpeestptien, Double Pointed Tacks, Basket, Clout and Tran Poughkeepsie, New York , 
s. ~ 

















GB) Commercial () 


Better Performance—Moderate Price 





Meet every industrial requirement. Made with 
great care to give sturdy service. The three-poirt 
contact permits a large number of balls and adds 
to efficiency. Here are the bearings you want at 
a price that is attractive. 


Send for Illustrated Catalog, 
Discount Sheets and Samples. 


The Schatz Manufacturing Company 
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THE ELASTIC TIP COMPANY 
RUBBER GOODS AND SPECIALTIES | @ 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 


370 ATLANTIC AVE., 


MANUFACTURERS OF 





BOSTON, MASS. 
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No. 48 improved adjustable “‘S” nut wrench 


NolLlostTime 


Why rummage through your tool box trying 


to find an open end wrench to fit that nut. 
Just grab your B & C, flick the adjusting 
screw till the jaws fit snug and you’ve got 
a grip that’s more dependable and you’ve 
loosened your nut in half the time. Idle 
seconds become idle hours when figured on 
a month’s production. Sell your trade the 


tools that will increase their profits. 


Send the coupon for a copy of the B & C catalog. 


Bemis & Call Co. 






Wrenches 


Springfield, Mass. 


BEMIS & CALL COMPANY 
Springfield, Mass. 
Please send me your catalog and name of your nearest jobber. 


IN SPP eUe ec rrr. Te ee ree 























































- Superiority — 
Increase Your . 


Profits / 









OUR customers may not be quick 
n recognizing a quality-built prod- 
geguct but they certainly appreciate 
long-wearing and _  perfect-functioning 
qualities. These factors cause them to 
remember the name of the product and 
the dealer from whom they bought it. 
They are the surest means of cinching 
repeat business and building larger sales 
and profits. 
Long wear and perfect-functioning are 
built into every Lowell Sprayer with 
careful attention to every detail. Take 
our new Pennant Compressed Air Spray- 
er, for instance—the tank is extremely 
heavy galvanized iron, 20 and 24 gauge, 
closely riveted and soldered with edges 
all turned under so they cannot rust. All 






working parts are of solid brass. Check 
Valve embodies another’ exclusively 
Lowell feature which permits easy in- 


duction of air and positively prevents 
solution from reaching pump leather, a 
necessity for perfect functioning—found 
only in Lowell Sprayers. 
These, and many other superior features, 
easily pointed out to your customers, 
make the Pennant extremely easy to 
sell; and the Pennant is simply exem- 
plary of the entire Lowell ‘line. 
Let Lowell Superiority Increase Your 
Profits. Write for Catalog NOW! 


LOWELL SPECIALTY CO. 
LOWELL, MICH. 
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Annex It! 


What we offer the Dealer in Hol- 
low Screws is the built-up sale of 
the best known article—not just 
something that ought to sell. 


The extra strength of the cold- 
drawn screw is familiar fact to the 
men in shops. The special heat- 
treatment, the unbreakable quality, 
date far back in factory experience. 


But the sale that has grown from 
these things—from the years of 
promotion and service—is an asset 
the Dealer can annex to himself in 
a day. 


Practically speaking you will take 
over sales, rather than stock. You'll 
take over a Reputation—with a 
following. 


Fast Service from Factory Stocks 


The Allen Mfg. Co. 
139 Sheldon St., Hartford, Conn. 
Branch Offices: 


W. C. Stauble 
3360 Pasadena Ave. 


R. E. Gregory 
816 Mulford Street 


Detroit, Mich. Evanston, Ill. 
E. P. Crawford W. J. McRae 
3348 No. Park Ave. 320 Market Street 


Philadelphia, Pa. San Francisco, Cal. 
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American Steel 8 Wire 
Company 


























Millions of farmers know that 
Barb Wire, made by the Ameri- 
can Steel & Wire Company, 
stands supreme in tensile strength, 
quality of steel, regularity of 
twist, extra heavy galvanizing 
and firmness of barbs 

The following brands are busi- 
ness builders for dealers: 
Baker Perfect Ellwood Junior 
Waukegan American Special 
Ellwood Glidden American Glidden 


Lyman Four Point 





Write for catalog and prices 











_American Steel & Wire Company 


Sales Offices: Chi New Pes Boston Cleveland Worcester Philadelphia 
Pittsburgh Se. Louis Buffalo Detroit Cincinnati es-Barre 
Baltimore - Minneapolis St.Paul Oklahoma Cay. Birmingham 
| pe Dallas Denver Salt Lake $'%.. 
U.S. | aie , San Francisco, Los Angeles, Portland, Seattle 
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Where Reputation Counts 





The average housewife is a good judge of value 
in bath room fixtures. No matter how beautifully 
finished, she wants to know what’s beneath the 
surface. 


“Are they iron or brass?’ “Will they rust or 
corrode?” “How long will they last?” “Will each 
fixture harmonize with the others in the complete 
equipment of a bath room?” These are questions 
usually asked. 


New York, 2 Hudson St. 
San Francisco, 116 New Montgomery St. 








Tube, % inch. Base, 2% inches. Projection, 3 inches. 
Lengths, 15, 18, 21, 24, 30, 36, 40 inches. 





) ‘No. 3231 
TOWEL BAR 


The dealer who sells RING? Bath Room Fixtures 
can answer every question satisfactorily—guar- 
antee these popular fixtures to be of Solid Brass, 
to never rust or corrode, last a lifetime, and match 
the design of other RINGS? pieces, 


The long established reputation of RINeco Bath 
Room Fixtures for quality will clinch the sale. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 


BRANCH OFFICES: 


Chicago, No. 29 E. Madison St. 
Boston, No. 170 Summer St. 








Makes a Separate Shower Room 


i 2 


At Small Cost 




















| 


' 














0 


’ 
SS eee 
ve ae = a 





| 
| 
j 
- m } Ht 
hy 1 | 
iq! 
a { t | 4 | 
af rt 
as | 7 , 
“ 
| | 
| 














(Sizes) 


The following standard sizes 
stock for im- 


are carried in 
mediate delivery: 


a 


f Gees shower door by Zouri brings a luxury 
within the reach of many new customers. By 
its use, it is possible to make, easily and at small 
expense, a separate shower compartment with the 
bathroom facilities the customer now has. This 
means comfort, privacy and protection against the 
possible damage of stray water. 


The Zouri Shower Door, furthermore, adds to 
the beauty of the bathroom with its simplicity and 
elegance of design, made in Extruded Bronze with 
either polished bronze or duplex nickel plated finish. 
Another type is fabricated of Extruded Nickel Sil- 
ver. It is a bright, enhancing fixture that gives dis- 
tinction to a room where guests judge a hous- 
owner’s hospitality. 


Zouri Store Fronts are produced in such quantity that 
its makers are able to offer the Zouri Shower Door at 
a price affording a generous dealer margin. Write for 
further information, and free folder, “Shower Bath 
Suggestions.” 


Zouri Drawn Metals Company 


Factory and General Offices 





2’ wide x 6’ high. 
2’3” wide x 6’ high. 
2’6” wide x 6’ high. 


1608 East End Ave., Chicago Heights, Iil. 
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Steel Sheets that Resist Rust! 


The destructive enemy of sheet metal is rust. 
It is successfully combated by the use of pro- 
tective coatings, or by scientific alloying to re- 
sist corrosion. Well made steel alloyed with 
Copper gives maximum endurance. Insist upon 


KEYSTONE 


Rust-Resisting 
Copper Steel 
Black and Galvanized 


heets 


and Roofing Tin Plates 




































| 
Keystone Copper Steel gives superior service for roof- 
ing, siding, gutters, spouting, metal lath, culverts, tanks, 
flumes, and all uses to which sheet metal is adapted, 
above or below the ground. Our booklet Facts tells you 
why. We manufacture American Bessemer, American 
Open Hearth, and Keystone Copper Steel Sheets and 
Tin Plates for every requirement of the sheet metal 
working, hardware, and builder’s supply fields. 


Black Sheets for all purposes 
Keystone Copper Steel Sheets 
Apollo Best Bloom Galvanized Sheets 
Apollo-Keystone Galvanized Sheets 
Culvert, Flume, and Tank Stock 
Corrugated Sheets 
Formed Roofing and Siding Products 
Stove and Range Sheets 
Tin and Terne Plates, Black Plate, Etc. 
Our Sheet and Tin Mill Products represent the highest standards of quality and 


utility. and are particularly suited to the requirements of the metal working, and 
construction fields. Ask your distributor or write nearest District Sales Office. 


American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 
District SALES OFrFices 











Chicago Cincinnati Denver Detroit NewOrleans New York 
Philadelphia Pittsburgh St. Louis 
Pacific Coast Representatives: UNITED STaTEs STEEL Propucts Co.,San Francisco 
Los Angeles Portland Seattle 











Export Representatives: UniTED STaTes STEEL Propucts Co., New York City 














——— 
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New Business? 
There’s More Than You Can Handle— 


There’s more new business than you can handle right in 
your own store and community—but it’s unaroused. A 
startling statement, you say. But it’s true in thousands 
of stores. 


Warren Fixtures, Display Tables 
and Show Cases 


The sole change necessary to get this business is to bring 
the merchandise from your shelves out into the open where 
it can be forced on the attention of customers day in and 
day out. 

Spacious aisles, low wall fixtures,.and a center arrange- 
ment of Display Tables, as furnished for the new home of 
Schug Hardware Co., Bellevue, Ohio, dlustrate the prac- 
tical application of these .—— == : 

ideas. There’s more business “y = aS 
in your store, too. Why not 
let us suggest how to get it 
—with Warren Equipment? 


News Item” 





The Phillips Hardware Co., Brookville, Pa., have just 
completed a complete rearrangement of floor units in their 
store under the direction of an experienced Warren Store 
Engineer. 


Sixteen of the most modern, “Warren” small 
merchandise and cutlery Dis- 
play Tables are utilized to 
get merchandise before their 
trade and make shopping a 
pleasure in this store. Al- 
ready there has been a 
noticeable increase in cash 
sales. 





J. D. Warren Mfg. Company 
208 W. Washington St., Chicago, Il. 


J. D. WARREN MFG. CO., 
208 W. Washington St., Chicago, Ill. 

Please send me: [J The Warren Fixture Catalog. 
O) Display Table Folder—“Increased Sales and Bigger 
Profits.” [] The Warren SHOW CASE Catalog, as fea- 
tured in HARDWARE AGE. 
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3 Bits kind. 
with each Driver 





touch with your j 





Their durability is not approached by any other tool of Pe 
Nearly every mechanic has one or more in his tool outfit; and 


every dealer has call for them continually. 
Can you supply — promptly? If not, we suggest getting in 


NORTH BROS. MFG. CO., Philadelphia, Pa. 


“YANKEE” QUICK RETURN 
Spiral Ratchet Drivers, subjected to the severest possible 
endurance tests continually, here in our plant and in the 
twenty-eight years of practical use, have proven, again and 
again, the best Spiral Ratchet Screw Drivers yet produced. 








CaN A 


a 





SIZES 


No. 130A—Standard 

No. 131A—Heavy Pattern 

No. 135—For small 
Screws 














WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 
THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


cg oe 
Milton row Co. ae A ee Es s Angeles, Seattic 


ok bend & Co, Mcmaohae. 





Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, ete., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United = and Taneds. . 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canade and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

a Order Houses handling hardware and housefurnish- 

8. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Verified List of Wholesalers and Retailers is indis- 


all appear in the current "Bighth Edition. 
Herdware Wholesalers find het of great velue ia 
“checking” their voll arelpaes records. 


; $12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 











Do you realize that no one factor 
will draw people to your store like 
attractive window displays of sea- 
sonable merchandise? 


Hardware Age is continually re- 
producing such window displays— 
its representatives are always on 
the lookout for new ideas. 





Good Window Displays 


Hardware Age, 239 West 39th Street, New York City 


And many dealers who require 
their own copy of Hardware Age 
find it highly profitable to subscribe 
to extra copies for their sales 
force. 

The cost, $3.00 per year, is re- 


turned over and over in better win- 
dows and increased trade. 
































L HUNGRY?) 


> men are “tool 
X hungry.” There is 
an instinctive something 
in man’s nature which per- 
sists from boyhood to old 
age and which makes the 
first jack knife a treasured 
possession, the back yard 
a maze of soap box wag- 
ons and, in later years, the 
basement workbench a _ source 
of pride and accomplishment. 
The “white collar trade’ is 
AN tool trade, and 
lack of tamiliar- 
ity with all t 
of tools makes 
it essential that 
out - of - the- ordi- 
nary tools be 
constantly  dis- 
played. Porter 
Clippers, Wire 
Cutters and Nut-Splitters 
are standard equipment 
with the mechanic but are not 
well known to the amateur. We 
urge our dealers to keep Porter 
tools on display. Display makes 
faster turn-over—more profit. 


H. K. PORTER, Inc. 


EVERETT MASS. 














A Real Good 
Shower Bath 


Retails at $5.00 


Attached to any bathtub 
fixture (without tools) 
in a minute by anyone. 


The ‘Morning 


Trade Mark 


Fits all 
Bathtub 
fixtures 








17 E. 45th 








Glory” 


Curtainless Shower 


A bathroom luxury everyone 
can afford. 


This handsome (fixture is 
made of non-rusting metals, 
fitted with full size 6 inch 
150 hole shower head. 


No rubber connections to 
rot. Will last a lifetime. 


For use in any bathtub, 
without curtains. Does not 
splash over the floor. 

Our merchandising plan 
shows quick turnover and a 
good margin. 


Write for samples and prices. 


A. 
Exclusive Sales Representative 
Hugh Pitcher Co., Inc., M’fr’s 


K. TROUT 


St., New York City 
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AN 


Quick Service 


Quick service in securing ATLAS 











Tacks and Small Nails may hold 
the customer 


Immediate shipments right from 
stock—-from either —_ Fairhaven, 
Mass., St. Louis, Mo. 


The largest and oldest manufactur- 
ers of Tacks and Small Nails 
the world, assures dealers of prompt 
service as well as known quality. 


Send for complete catalog. 


—A 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 
The largest and — manufacturers of Tacks 


and Small Nails in the world. 
Established in 1810. 


















Handle Bigger Business 
With Less Effort and ea 








This store of James ——— & 8on, ee. Pa., is s fine example of 
attractiveness of 


HELLER 


Business Building Store Fixtures 


Fine attractive displays sell more merchandise—convenient dis- 
plays require less effort and fewer floor salesmen. Inventory 
time is the ideal time to make the Heller installation you have 
been wanting. You inventory and move stock at the same time. 


700 Bryant St., Montpelier, Ohio 
W. C. Heller & Co. x Vesey 8St., Suite 500, New York City 
Send details and prices on items checked— 


0) Display Tables 0) New Type Saw Rack 
OO New Design Cutlery Case C) Display Door Cabinets 


Pee eee ee Le ee eee ee ee eee er ee 
TOPE IREL OL CORE AES LORE REETEL LE eC TL S3A 
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IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 








Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 

A varied and attractive line for the Hardware Trade. Also: 

omer Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
8 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled rae Aho and use the 
finest quality of materials. 

We stand back of every tool we make. Try us 

Write for Catalog. 
Cc. 8S. OSBORNE &-CO., NEWARK, N. J. 
ESTABLISHED 1826 








Wire Products 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless, 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, Wire Rods, 
and Steel Fence Posts to 
standard or special analysis. 





BETHLEHEM STEEL ~ eg 
General Offices: BETHLEH 


BETH LEHEM | 





This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 





Luxe Models. 
PREMAX PRODUCTS 
NIAGARA METAL STAMPING creates sales and 
me, RP. keeps your stock of 
pt. HA-6 numbers clean and 
eee” Fails, New York orderly. 








Russell Jennings 
Auger Bits 









Patented by 
No. 101-B Mr. Russell Jennings 
Blectrici in 1855 


Single Lip and Spur 


Russell Jennings Mfg. Co. 
Chester, Conn. 





Conductor Hooks, Etc. 


Illustrated 
Catalogue sent free 
showing full lines of 
Hooks and Hangers 





Manufactured by 


L. D. Berger Co. 
59 N. Second St. 
Philadelphia, 
Pa. 























Ghe FEA a GHT cresrers 


Thoroughly practical. Easily 
attached and removed. They 
gtip and hold securely. 


Made with woven Strap 
and Buckle. 


Size No. 3 for Men, Size 
No. 2 for Ladies, Size No. 1 
for Cuban Heels. 


Retail at 50 cents per pair. 
Dealers’ price $4.00 per doz. 
pair. 


Order from your Jobber, 
or we will ship direct C.O.D 


Churchill Mfg. Co., 287 Thorndike St., Lowell, Mass. 








DIAMOND 
WRENCHES 


are Drop Forged Steel 


Scientifically hardened and 
drawn in oil. Jaws like 
a cold chisel. For heavy 
constant garage and shop 
use. The most complete 
line of adjustable wrenches 
made. 


DROP FORGED 
STEEL CLEVISES 


Sizes 3% and 4%. For Wagons, 
Implements, Tractors or Trailers. 
Drop forged from special analysis 
steel and heat treated to insure 
great strength and long wear. 


Write for catalog. 











Drop Forged 

















Diamond Calk Horseshoe Co. #77 0rwi 4 
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Now is the time to trim your windows 
with Christmas gift suggestions. Put some 
of your best-selling Crescent-Smith & Hem- 
enway Tools in the window together with 
= tools and — oe as gifts eed men, 

e current issue of Collier’s Weekly car- 
The Dec. 10th issue of ries a full page advertisement suggesting 


Collier’s Weekly (out - 
Dec. 5th) carries a full tools as the ideal gift for a man. The 
page ad in Crescent Cut-outs make good window at- 
colors. Millions of tool tention-getters, and their bright colers fit in 


h = = Se with the Christmas color scheme. Order 
oeenn mom bd some now if you need them. 


it Tool Display. 
CRESCENT TOOL COMPANY 


204 Harrison St., Jamestown, N. Y. 


CRESCENT 


rnd SinithG Hemenway 





Pistol Grip Saw Set No. 695 
With OSCILLATING Plunger 


This well known saw set is 
made with a thorough under- 
standing of requirements. 


Mechanics, carpenters, and 
all who set saws, like it be- 
cause the OSCILLATING 
plunger (an exclusive feature) 
permits the setting of the 
teeth on both sides alike. 





Patented 
April 8, 1924 


Packed one in box with simple directions. 


Always a good seller. Send for Trade-Prices. 


_ Manufactured by 


E. C. STEARNS & CO., INC., Syracuse, N. Y. 


Makers of good hardware since 1864 
Lawn Mowers, Saw Vises, Clamps, Lock Fast Gates, Floor Scrapers, etc. 


Sales Representatives: 
W. R. Voorhees & Co., 417 Market Street, San Francisco. 
Thomas A. Troy, 150-152 Chambers Street, New York. 
Deveney & Palmour, 707 Fourth National Bank Building, Atlanta, Ga. 


Canadian Representative: 
é George J. B. Ramsden, St. Thomas, Ontario. 


CE 
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1924 MODEL 





We Give an Absolute Two-Year Guarantee 
Covering This Check 
Illustration shows CHECK with HOLDER ARM; can be sup- 
plied with REGULAR ARM. 
Operates RIGHT or LEFT-HAND doors without any change 
in the mechanism. 
Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 




















TIME 


If “Time is money” to 
wrench users, the 
COES Steel-Handle 
Wrench will prove an 
investment. It saves 
time on every job. 


Sell the COES and 
hold customers. Sizes: 
6”: 21”. 


At all good jobbers. 


Coes Wrench Co. 


“In business since 1841” 







ow ; 
Worcester e Shell Mass. 


@talof | "Buyers 


in | @taloj 









Selling Agents 


eS ge ee 253 Broadway, New York 
JOHN H. GRAHAM & CO.......... 113 Chambers St., New York 

Also 61 Shoe Lane, London, E. C., England 
FENWICK FRERES............ 8 Rue de Rocroy, Paris, France 
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This catalog 
’ brings your store 
to your customer’s bench 


F you haven’t received a copy, 

write for it now. 
See our current advertising in 
Popular Science Monthly, Popular 
Mechanics, C. nter, American 
Machinist, Machinery, Automobile 
Trade Journal, and Motor Service. 
GOODELL-PRATT CO., GREENFIELD, MASS. 


Loclamiths, 
GOODELL PRATT 


1500 GOOD TOOLS 







Neo finer tools are 
made than those 
that bear the 
name of 
Goodell-Pratt 








: [3 A EIRP 
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Personal Service 





Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 
Union Ave. and E. 72nd St. 6249 te 6265 West 65th St 
Telephone Broadway 840 Telephone Hemlock 4484 
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WHITCO HARDWARE 
for Casements and Transoms 


In Solid Brass . . . per set $1. S 
In Rustproofed Steel . Pa $1.40 


JING MANUFACTURERS ENT] | HARDWARE (OMPANY SPECIALTIES 


89 Federal St. _ — Se. 
Boston 























‘‘Superior’” Screw Driver Bits 


Five Sizes, 4 to 5% inch 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 








Plain or enameled 
in colors 


STRATTON 
HANDLES 


For Small Tools, Utensils, Electrical Goods 
Enameling, both baked and air dried.’ 


STRATTON MFG. CO. Stratton, Maine 














FORSTNER BITS 






One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently 
it will bore any arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true po 


lished sur- 
face. It is preferable and more expeditious than chisel, 
gouge, scroll saw, or lathe tool combined for core-boxes, 
fine and delicate patterns, veneers, screen work, scalloping, 
fancy scroll twist columns, newels, ribbon moulding and 
mortising, etc. 


The Poesiniiis Mfg. Co. - - - Torrington, Conn., U. 8S. A. 








ARMSTRONG BROS.@ 
Chain Pipe Vises 


Universally known for their lasting qualities 
on stiff jobs. Write for free Catalog show- 
ing the Complete Line of Pipe Tools. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisce Ave., Chicago, U.S. A. 





Looking for a Hardware Store? 
The place to find one is in the “Classified 
Opportunities Section’’ of this paper. 


By watching the FOR ry. ads _— 
reasonably sure to secure a ey BY 
ness at a fair price, or better still, the trade 
know the kind of a store you are looking for. 











Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

140 Maple St., DanVers, Mass. 
cLacensed under the General Flectric 
‘ommany’s Ineandescent Lamp Patents.’ 


Confidence in Shanpion, Brand 
WZ oe 








Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal - 
(the highest offered) at the Panama-Pacific Exposition. 
Good Profit. 

Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 











“The Tools in the Plaid Bac” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. . 


MACK SAWS ~ BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


scREW “LENOX” DRIVERS = 


BROWN @ SHARPE | 
suelo) O 
AG Eve lous stay. 


BROWN & il AR 
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Lakewood noistuxz-rroor Weatherstrip 


No 
Other 
Like It 


The pressure of a door or window against the air 
sealing space cushions the tubing, makes an air-tight 
seal, and keeps out the cold. 

This strip is made of specially prepared weather- 
resisting rubber that won't freeze, harden or crack. 

Easily applied. Low priced. Packed in cartons of 
100 ft. and on reels of 500 ft. Sold at any length, 
cut from reels, at 7c. per foot. 





Send for Samples and Prices. 


The Lakewood Rubber Products Co. 


6927 Carnegie Ave. Cleveland, Ohio 








REICHERT’S 
Anti-Suck Calf Weaner 


A sure cure weaner 
for calves and cows. 
Double hinge permits 
calf to graze, eat or 
drink, yet prevents 
sucking. Good seller. 
Order of your jobber. 


Reichert’s Imperial 
2 Emergency 





PAT, JAN. \6 


A set of 4 chains will Mud and Snow g 
pull any auto out of mud, rw yD 
sand or snow. Easily Chain 

applied—no jacks or 


tools needed. Sizes for 
all cars and trucks. 
Write for prices. 


Imperial Bit & Snap Co. 
1400 Clark St., Racine, Wis. 

















Tools CVAPO ERS OOLT CUnS Tools 
in Sy Ss in 
Sx “~ Y Three 

Sizes Tee Styles 


If you want Good Tools look for this Trade Mark. The 
tool steel Jaws are firmly clamped between steel Plates. Scien- 
tific Leverage allows tremendous cutting power without great 
muscular effort. Adjustment of cutting Jaws provided for 
by two Set Screws closely duplicated by other manufacturers. 
These Tools are Handy, Time Savers and Money Makers. 

If your Jobber cannot supply you, write us for Literature 
and Prices. 


CAROLUS MFG. CO. 


Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 


Sterling, Ill. 








PAINE TOGGLE BOLTS 
“The Most Practical Toggle” 
The Toggle with the “Spring Wings” 


ANY STYLE HEAD 
ANY LENGTH BOLT 
Nickel Plated or Galvanized 
Having Tried the Rest 
NOW—BUY THE BEST 








Simplest and Quickest 


Samples on request. 
No charge. he 


The Paine Company, Stagg — Ave., Chicago, IIl. 
79 Barclay St., New York City, Ni York 
Stock Carried { 915 Bryant St., San Seeneioen, Calif. ai 























: ae 
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TRADE-MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


NY.) 5 On OO) 580) 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 






Geo. W. Diener Mfg. Co. 
400 N. Monticello Avce., Chicago, lil. 








Wirn<Dor 
CASEMENT HARDWARE 


For all wood and steel casements 


Geared Operators Direct-Acting. Operators 
Combination “ Bolt-Fasts”’ 
Casement Stays Screen Hardware 





Send for complete data on types, finishes and prices 


The Casement Hardware Co. 
406-A North Wood Street . Chicago 





CASEMENT HARDWARE HEADQUARTERS 
































Insure perfect shelf service for any line of merchandise. 

tread steps, properly spaced, with convenient full 
andholds on both sides of ladder permit mounting 

ing with ease. Both hands free to remove or 

replace stock without danger of falling. Cushioned Tired 
‘olley and Truck Wheels eliminate noise and prevent 

ation. Erection as simple as A, B, C. Utilize 

space. Make top shelves safely available 

stock p eo. One style--neat of 
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A Message to Manufacturers of Short Lines of Hardware, 
House Furnishing Goods, Home Electric Appliances, Tools 


and Specialties 


If you desire to increase your sales in the growing territory comprising the 
Pacific Coast States, this message is an invitation to discuss the subject with 
one who is generally credited with being a good Salesman and Merchandiser. 
Only a limited number of lines will be accepted; all kindred but non- 


conflicting. 


Time contracts are not sought; nor will they be accepted. The writer’s sales 
ability has to produce results to justify a continuance of a Gentlemen’s agree- 
ment that may be discontinued at any time by either party. 


All Jobbers, many of the better Retailers and Manufacturers are acquainted 
with the writer’s work and results in the aforementioned fields. 


Appointments can be made for any time between December nineteenth and 


SN re et et tT I rN Na tT NT! tt et Cane et r 


January seventh. 





Address Box H-779, care of Hardware Age, New York 
\ 











BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITIES 








FOR SALE 
HARDWARE STORE 


Well established business in Parkersburg, W. Va., occu- 

pying an excellent location which has been used for the 

hardware business for fifty years and enjoys an excellent 

trade. 

Stock is clean, up-to-date in every particular and will 

inventory (at cost or market, whichever is lower) around 

$17,000.00. : 

This is an unusual opportunity to acquire a going business 

with good-will assured the purchaser by reason of its 

location and is only offered for the purpose of settling an 

estate which must now be done within a short time. Call 

or write: 

First National Bank, Trust Department, 

Parkersburg, W. Va., 


or 
James S. McCluer, Parkersburg, W. Va., 
Executors of the Estate of G. W. Niswander, Decd. 





~— 











SPLENDID opportunity for good man. We will rent a fireproof tin 
shop, 30” x 135”, with lights on four sides and plenty of skylights, 
equipped with full set of tools, situated in a town of 25,000 people, excel- 


lent location in business district, with a_wonderful business, to turn over to | 


Capital required, $2,500 to $4.000. 


d t nm reasonable terms. 
ieee la ' Address Box H-788, care of Harp- 


This is a gold mine for a good man. 
ware Ace, New York City. 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to industries locating in Newton Falls. hree railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the a industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 





HAVE six or eight thousand dollars to invest, preferably in hardware 
business in sma 
mild climate. t yie 
business will stand close investigation. 
ware Ace, New York. 


ll town or city, in section of country having year-round 
Investment must yield modest living. Do not answer unless 
Address Box H-786, care of Harp- 








Write for Our List. 
“HARDWARE STORES FOR SALE” 
For Sale. 

Federal Brokers, Inc. 


A. & U. Bldg. Columbus, Ohio. 





FOR SALE—Hardware Business in rapidly growing town in North 
Bergen County, New Jersey. Yearly sales about $22,000, of which $1 7.000 
is cash. Inventory about $11,500. Can be varied to suit purchaser. 


Address Box H-753, care of Harpware Ace, New York City 





HELP WANTED 








[PRR I No 
Wanted — Experienced Hardware Men 


Men of proven ability—Salesmen, Managers, Quotation Men, Beti- 
mators, Stock Olerks, Order Clerks, Shipping Olerks, Packers, 
General workers and all office help. 

ABBYE EMPLOYMENT AGENCY, INC. 


Remington Building 
113 W. 42nd Street Bryant 7374-5-6 














WANTED—SALESMEN to sell Builders Hardware lock line to retail 
trade as side line on commission basis in Iowa, Pennsylvania, Ohio, New 
Jersey, Delaware, Maryland or sections thereof. Write full particulars to 
Box H-762, care of Harpware Act, New York, N. Y. 





Experienced hardware salesman to cover the city of Chicago to sell the 
jobbing and retail hardware trade. Must be well recommended. State 
experience and salary. Address Box H-757, care of Harnpware Ace, 
New York City. 
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HELP WANTED 


SALES ACCOUNTS WANTED 








WANTED—Salesman acquainted with hardware trade in Brooklyn and 
Long Island by manufacturer making well known line of merchandise. 
Give references, experience, and salary expected. Address Box H-785, 
care of Harpware Ace, New York City. 


SALES ENGINEER taking over New York State territory for articles 
sold generally to cities and municipalities desires two more good items, 
builders’ hardware, tools, machinery, paints, metals, tool steels, etc. 
References. At present in New York City. Address Box H-787, care of 
HarpwarEe Ace, New York City. 








POSITIONS WANTED 








HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 
BEVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMBS THB WEBKLY SALARY INVOLVED 
‘ ABBYE EMPLOYMENT AGENOY, INC. 


{ Remington Buildi 
| .. W. 42nd Street - Bryant 7374-5-6 














‘Manufacturer with high-grade line desiring to become better established 
with the Wholesale Hardware and Mill Supply Jobbers of the South has 
opportunity to secure services of man having years of experience and 
personal acquaintanceship in this territory, and is thoroughly capable of 
putting your line across. Only manufacturer of quality goods who is 
willing to pay well for ability to render high-class service considered. Am 
at present employed, but am looking for a larger opportunity, with its 
subsequent larger earnings. Address Box H-778, care of HarpwarE AGE 
New York City. ; 





Hardware Salesman with large following in New England and New York. 
20 years continuous successful selling experience for large factories, wishes 
to make change the first of year. At present managing small factory in 
Connecticut. 40 years old, married. Best references. Address Box 
H-751, care of Harpware Ace, New York City. 





MANAGER AND BUYER, now employed by modern hardware house, 
will be accessible January Ist. 22 years’ experience in hardware, tools, 
paint and mill supplies. Capable of taking full charge. Married with 
family, 40 years of age. Excellent references. Address Box H-780, care 
of Harpware Ace, New York City. 





For owner 

Over 20 years’ 
Age 40, married. 
Address Box H-761, care of HARDWARE 


Manager or Assistant Manager or Manager of Department. 
who wishes to retire or who needs competent assistant. 
experience in various capacities. Wholesale and retail. 
Can make change immediately. 
Act, New York, N. Y. 





HARDWARE SALESMAN—Experienced, available at once. Acquaint- 

ie pee = gue yo we P nag ye’ ~ to territory or other lines. 
A ried and w ucated. - " - 

care of Harpware Ace, New York, N. Y. en ee ee 





CAPABLE BUYER, 22 years’ experience in hardware, tools, mill supplies 
and sporting goods, desires new connection. Will consider assistant buyer 
job with large house. 40 years of age, married with family. Highest 
references. Address Box H-781, care of Harpware Acz, New York City. 





SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 











WANTED 


A $10,000.00 Salesman 


We require the services of an active salesman in following 
territories: Chicago, Philadelphia, Baltimore, New York, 
Buffalo, Pittsburgh. Line consists of Toys and Play- 
things and Hardware Specialties. Men must have proven 
sales ability and broad acquaintance with buyers for 
Department and larger retail stores. Commission basis; 
no objection if salesman has one or two non-competing 
lines. 


THE PRESSED METAL PRODUCTS COMPANY 
6925 Colfax Road, Cleveland Ohio. 











Manufacturers’ Representatives Wanted 


For well known line of lawn sprinklers. Exclusive terri- 
tory and 20% commission to those who qualify. State 
territory covered, class of trade called on, etc., in first 
letter. Care of Box H-782, HArpware Acr, New York 


City. 














NATIONALLY ESTABLISHED MANUFACTURER has splendid 
opportunity for experienced commercial traveler able to command volume 
business, selling dog furnishings, police billies, pistol holsters, gun cases 
to retail trade. Full details first letter. Box 130, Patterson Post-Office, 
Baltimore, Md. 


WANTED—Hardware and Sporting Goods salesmen of mechanical 
ability to call on retail trade in eastern territory. Leading line Gasoline 
Pressure Stoves, Camp Stoves, Water Heaters, Radiant Heaters, Lamps 
and Lanterns. Must give Bond and drive own car. Address Box H-784, 
care of Harpware Ace, New York City. 











SALESMAN—Will represent manufacturers selling Hardwa S 
— el —— season January to Ant, Maine to Colorado, oo 
asis, twenty years’ experience. - 
Harpware Ace, New York City. omaha ee ee Te ee 





Manufacturers’ Distributor, wholesale and retail, established 15 years 
large advertiser, selling to dealers, farmers, stockmen in Nevada and 
California by personal soliciting and mail, now handling complete line of 
fence material, corrugated iron, etc., desires to hear from manufacturer 
to. and other suitable lines. Address PAUL THOLL, Sparks 

a. ; 





Experienced builder’s hardware man wants two or three d li f 
the Pacific Coast by the first of the year. Will give these lean on detiee 
attention. References. Address Box H-755, care of Harpware AcE 
New York City. : 





FACTORY REPRESENTATIVE wanted for Connecticut territory. 
Must have following among hardware and housefurnishing trade. Com- 
mission basis. Address Box H-783, care of HArpware AcE, New York 


City. 





Established manufacturer producing well known lines of bathroom 
fixtures, bird cage stands and other specialties, desires to engage traveling 
man to sell above lines after January 1st on a commission basis. Write for 
territory desired and particulars. Address Box H-758, care of HARDWARE 
Ace, ies York City. 





Manufacturers Agents or Salesmen calling on retail hardware trade that 
specializes on farm and contracting equipment. Also with household and 
sporting s departments. Prefer men with state-wide territories. Year 
around demand for products. AMERICAN AWNING & TENT CO,, 
100 Cummington Street, Boston, Mass. 





OPENINGS on “ee and binder twine selling force in Eastern Pa., N. J., 
Ill., Northern N. , Minn., Wis., Dakotas, Neb., Kans., Col., Okla., 
Mo., Ky., Tenn. Cordage experience necessary; exceptional man metro- 
politan district; full particulars first letter; references confidential. Ad- 


dress Box H-769 care of Harpware Acz, New York, N. Y. 





Old reliable manufacturer in the States wants commission men in Canada 
handle wire goods and light hardware calling on hardware ard department 
stores. Address Box H-772, care of Harpware Ace, New York City. 


COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of HArpwAre AcE, New York. 











—7" 





Are You Looking for 
. REAL Sales Representatives? 


The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 


It costs little to tell them your story. 


























HARDWARE AGE for DECEMBER I5, 1927 











THE ADVERTISERS INDEX 


is published as 





a i and not 
No allowances will be 
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GALVANIZED Giarcs Wine CLoTH 
| In cA Grades 


fee Lovk for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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“They shall not pass!” That was the spirit of France. It has always 


been the watchword in the Sand’s Level & Tool Company. 


Sand’s system of material inspection is the first safeguard. The finest 
of California’s sugar pine is used in all wood levels; and in the aluminum 
style, the best virgin aluminum. Only that which has passed a rigid 


test may “go on.” 


Finished levels are tested thoroughly for accuracy. They are given a 
rocking test in which they must rock from 0 to 35 degrees before the 
bubbles move from the graduation marks in the vials. 


To prevent warping and insure PERMANENT factory-built-in-and- 
sealed-in-accuracy Sand’s stocks all their levels on New Steel Shelving 
instead of wood. Each level lies on a perfectly flat surface until ready 
for shipment. 


When Sand’s consistently advertised and easily sold levels reach you, 
you can stake your last dollar that they will do exactly what their 
slogan says: “Tell the truth.” 


Why Sell Any Other Kind? 


Sand’s Level & Tool Co. 


8629-37 Gratiot Ave. Detroit, Mich. 


Sand’s Sole Distributors of Stevens Line Levels! 


Sands Levels, Plumbs & Tools 


Sands Levels Tell the ‘Truth 





HARDWARE AGE for DECEMBER I5, 1927 





SHAPLEIGH HARDWARE CO, 


Diasoro Foor Davworn Foor 
CUTLERY 


ST. LOUIS, . U.S.A. 
Des4orD FoOGE ts 4 QUALITY PLEDGE 


e 


Shapleigh National Series No. 1497 


We will send free to customers, on request, a copy of the above, printed on high grade paper, in colors as shown, suitable for framing. 








